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’s Friend Skeptical 7 
Brown’s Friends Were Skeptica hick Militia ise ne 
PERFECT : 
When Brown went into life under- PROTECTION ( 
writing with the Reliance Life, his POLICY 
friends were certain he would fail 
within sixty days. g 4 
The reason was that Brown’s 
friends knew nothing about the : ; 
Reliance, or the remarkable sales me ere eee 
equipment it had to offer a man of 
his ambition and intelligence. $10,000 Payable for loss of 
sight, two hands, two 
Today, Brown is among the more feet, or one hand and 
prosperous life underwriters. His one foot from accident. 
friends are wondering how he has aay 
been able to buy his new car and $25,000 pig oy agp elagge 
move into his own home in one of pe ggasi AR 
=, oe ; a i sight or two members, 
the city’s best residential districts. if due to @ collision or 
’ upset of a private, 
Here are two reasons why Brown’s eleakae aasmee balk 
prosperity was assured from the be- while traveling therein. 
ginning: 
He has a direct agency contract oe Woity # ae os @: 
: ss ; accident. Payable for 
with the Company, which enables 52 weeks for occupa- 
him to earn substantial first year tional disability——208 
and renewal commissions. weeks additional for 
‘ . — permanent disabiity 
In his complete line of participat- 
ing, non-participating and guaran- $75 Weekly indemnity for 
teed dividend policies, he has the hospital confinement 
Perfect Protection Policy which for 15 ‘weeks. 
pale ste his ci tae 8 —— $50 Medical attendance in- 
est—the greatest barrier to the sale demnity for non-dis- 
of life insurance—gives him an un- abling injuries. 
usual approach and a high ratio of nae , 
sales to interviews. - a 
There are hundreds of Reliance by sickness. 
underwriters from coast to coast $600 P re 
er year I] - 
equally as prosperous as Brown. TION if toudlly ona ba, 
‘Sell Perfect Protection and you'll permanently disabled 
sell MORE life insurance.”’ by accident or sick- sities 
¥ ness. No more pre- stand 
Profitable agency connections are miums to pay and no comb 
open to men who can furnish satis- deductions from the Sales 
f f amount of life insur- 
actory references. ance due your family. Offic 
yet st 
$5,000 Cash to you at age 65, 
_ or 
| [ANC ] i $5,000 Cash or a substantial Ne 
monthly income in cers | 
event of natural death. Pian 
: adver 
Issued in Larger or itt the 
Smaller Amounts thinks 
paign 
to thi 
RELIANCE LIFE INSURANCE COMPANY of PITTSBURGH outlin 
a a a a a a a a a a a ee ne a ee ee a ens the r 
Mail This Coupon Today haltec 
Reliance Life Insurance Company islatic 
| Farmers Bank Bldg. with 
Pittsburgh, Pa. have 
Gentlemen: Without any obligation, furnish me complete details on the Reliance Agency Contract. the si 
p nified 
Oe Mite aug: ayn kame dev 6 HEE ERANAS Hg PERS EL ORME SUNSETS IAAL AEST ee ea ee ae ee feneil 
Ne ae cg wince Rd wS ne on nda ve ov wks dione’ embed dea ebesdedatera eta eee As 
S1 well 
T 
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Planning Institutional Advertising 


Life Agency Officers Endorse Tentative Plan Outlined 
at Chicago—Training and Supervision Stressed 
in All Sessions of Joint Meeting 


REAL stride in the direction of institu- 
A tional advertising, an intimate discussion 

of actual practices and results in edu- 
cational work, and the ever-broadening activities 
of the Life Insurance Sales Research Bureau, 
stand forth as the dominating factors which 
combined to make the Chicago meeting of the 
Sales Research Bureau and the Life Agency 
Officer’s Association by far the most productive 
yet staged by the two organizations. 


A Solid Foundation 

Nearly two hundred and fifty life agency offi- 
cers heard the report of M. A. Linton, of the 
Provident Mutual Life, and chairman of the 
advertising committee, and they were unanimous 
in their approval of the preliminary steps taken 
toward the realization of a nation-wide cam- 
paign of institutional advertising. A resolution 
to this effect was voted after Mr. Linton had 
outlined the tentative plan for the furtherance of 
the movement, plans which were: temporarily’ 
halted some time ago by the enactment of leg- 
islation in New York State which interfered 
with the original first draft. Many companies 
have already signed tentative agreements for 
the support of the project and others have sig- 
nified their willingness to join in with any 
feasible scheme of effort in this direction. 

As it stands at the present time the plan is 
well organized along practicable lines and, with 
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the Life Agency Officers Association solidly 
behind the movement, speakers who discussed 
the proposition were agreed that little difficulty 
will be experienced in securing the guarantee 
of the first half a million dollars necessary to 
launch the campaign. 

Larger units of insurance and a lower lapse 


HEADS BUREAU COMMITTEE 











Frank L. Jones 


rate are two important results certain to follow 
the adoption of institutional advertising, accord- 
ing to Mr. Linton. He pointed out that the per 
cent of national income being devoted to life 
insurance has not increased nearly as fast as 
production figures might indicate at first glance. 
He expressed keen regret that the campaign was 
not under way at the present time when life 
insurance both as a protection and as an invest- 
ment would offer a pleasing comparison with 
speculative stock issues. As chairman of the 
Sales Research Bureau Advertising Committee 
Mr. Linton and his associates received thethanks 
of the entire membership for their zealous and 
efficiently performed two-year task. 


Fact-Finding Factors 

Next in order of mention in the opening para- 
graph comes the efforts of the combined sales 
executives toward the better education of their 
managers and agents. John Marshall Holcombe, 
Jr., lamented the absence of real facts in sales 
promotional work, in his address on Bureau ac- 
tivities, but certainly a distinct contribution in 
this direction is contained in the stenographic 
report of the convention proceedings. Training 
the new agent both in theory and in practice 
was well covered by a select group of authorita- 
tive speakers and this portion of the meeting 
was reported in last week’s issue, as was the 
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TEPHEN J. MCMAHON, of the Equitable 
Trust Company of New York, estimates 
the life value of all citizens of the United 
States, based on earning power, at two and a 
half trillion dollars. The insurance millennium 
will be marked by an agent’s convention and 
the theme will be “The Third Trillion.” And 
I have no doubt that a group of the faster 
stepping boys will get together for a billion 
dollar breakfast. 
*x* * * 
EARLY all successful business men are 
convinced that theirs is the best business 
in the world to be engaged in. That’s why they 
are successful. So it is a distinct compliment 
to the insurance business when Roger Babson 
said: “If I were a young man and for any 
reason could not be in the work I am now in, 
I would sell life insurance. Next to the preach- 
ers, doctors and school teachers, probably no 
persons do so much real good as honest and 
competent insurance salesmen.” He might even 
have said “Together with preachers, doctors and 
school teachers,” because each renders a special- 
ized service to humanity. Not fourth in im- 
portance is the selling of financial independence. 
* * as 
ONSIDERABLE newspaper publicity has 
recently been given to the problem of 
caring for the aged worker whose period of 
usefulness failed to provide for the autmun 
years of life. The American Federation of 
Labor gave the problem a thorough airing at 
their annual convention and legislative agitation 
in many States keeps the subject continuously 
before the public. All of which will be capital- 
ized for all its worth by the wide awake agent 
through the sale of annuities. 
+ * 
LAY HAMIIN, million dollar producer of 
Buffalo, N. Y., declares that he does not 
try to sell life insurance as an invesment 
proposition but covers the same ground in a 
different way. The Pelican, Mutual Benefit 
Life publication, recently prifited substantially 
the same formula, which is as follows: “If 
your wife could borrow $100,000 after you 
were gone at three per cent interest, would 
you advise her to do so? That money would 
have to be repaid, but you can get the same 
amount for future delivery while you are here 
at the same rate of interest and the principal 
will not have to be paid back.” 
: * * 
— movement now on foot to preserve 
as an historical relic Admiral Dewey’s 
flagship, the U. S. S. Oympic, recalls to the 
Mutual Benefit Life Insurance Company that 
the commander of this renown war _ vessel, 
Captain Charles V. Gridley, was one of four 
Mutual Benefit policyholders who died as a 
result of the Spanish-American War. Captain 
Gridley survived the war but his death was 
attributed to over-exertion during hostilities, 
throughout which period he was far from well. 


S insurance a breeder of crime? This quest- 
tion widely debated and discussed is still a 
matter of conjecture. But to re frame the ques- 
tion, as the lawyers say, and make it read how 
does insurance curb crime and aid business? and 
you immediately have at least one class of in- 
surance men who can answer it quickly and sat- 
isfactorily. This class of I. M. is the fraud 
bond group. They will tell you that any number 
of types of business cannot get along without 
this kind of coverage and that the insurance 
curbs the criminal if for no other reason than 
that he is afraid to buck up against a large 
corporation with unlimited resources and a staff 
of attorneys who are ever anxious to prosecute 
him. 
* * * 
S an aid to business fraud bond insurance 
+ % cannot be disclaimed as one of its principal 
supporters. A striking example of just how 
much it does aid business is the case of a large 
chain department store which recently came to 
the attention of the writer. It all happened in 
two months, when the assistant general manager 
of the chain assumed control in the absence of 
his chief who was too ill to look after the busi- 
ness. In his effort to make a good showing 
and cut expenses wherever possible, the assistant 
manager ran across the fraud bond insurance 
item on the books of the concern. Here, he 
thought, was one place where a saving could be 
affected. He immediately notified all store man- 
agers that the organization had discontinued 
fraud bond coverage and that if any checks 
were to be cashed over the counters of their 
stores they would do so at the managers own 
risk. Immediately, customers who had been 
trading with the store because they could get 
their pay checks cashed there, were told “We're 
sorry; we know that we’ve cashed them before 
but this is a few rule of the company and we’re 
afraid it can’t be done.’ The customer then 
took the attitude, “if that’s the way you feel 
about it we'll trade somewhere else.” 
* ok x 
ITHIN the month, retail sales of that one 
organization alone dropped $50,000, and 
the decrease can be directly attributed to the dis- 
continuance of the fraud bond insurance because 
upon the general manager’s return, he notified 
the company that a mistake had been made when 
the policy was canceled, and with its return, the 
business picked up to its normal level. 
*x* * 
NOWING that our subscription depart- 
ment is in the midst of a campaign to 
increase circulation it was a source of great 
satisfaction when our clipping bureau sent in 
a newspaper item reporting no less than forty 
thousand “Spectators” at one of the world series 
game. 


x * * 


CCIDENT claims are coming in rapidly 
now that New York city’s election is over. 
It was all in fun, they say. 


HE Hartford Agent, handsome house organ 

of the Hartford Fire and the Hartford 
Accident and Indemnity Companies, is conduct- 
ing an open forum on the born salesmen versus 
the insurance specialist. This is the day and 
age of mergers—why not pick born salesmen 
to begin with and then make insurance spe- 
cialists out of them? 


* * * 


HETHER or not men are “born” sales- 
men is academic. Insurance salesmen 
are made. 


* * * 


Y hie insurance salesman can’t be built along 

lines that are too exclusive anyway. Your 
engineering supplies salesmen has got to know 
and understand the needs, the jargon and the 
temperament of engineers. Other salesmen need 
to concern themselves only with physicians, or 
wholesale grocers or jewelers. But the insur- 
ance salesman has got to be in touch with 
Homo Americanus in general. Whoever the 
man in the street is, the insurance salesman 
ought to know him cold. 


* * * 


ONSEQUENTLY, the successful insur- 

ance man is one of wide interests and 
broad culture. I knew an agent who once sold 
a large policy in competition because he shared 
with the prospect an appreciation and regard 
for the plays of James Barrie. Sales are made 
and lost on the same basis every day throughout 
the country only the deciding factor is usually 
more obscure. Such a situation is bound to 
exist when the product for sale is a standard 
policy at manual rates. 

* * * 


ITH men in all walks of life as his pros- 

pects, the insurance salesman, then, 
should acquaint himself with the general run 
of American virtues and vices and indulge in 
them moderately for business purposes alone if 
for no other reason. He should play golf. But 
not too well. I knew an agent who nosed out 
the largest propertyholder in town for the 
country club championship for three successive 
years. He now has permanent possession of a 
beautiful silver loving cup but the enraged Mr. 
Moneybags has transferred his insurance to a 
duffer. 


* * * 


N the mind and experience of the public, the 

biggest differential between competing com- 
panies is in the matter of adjustments. The 
situation in the old days when the agent was the 
adjuster was ideal although, of course, it isn’t 
feasible now. But the agent ought to demand 
prompt and equitable adjustment service for his 
clients because whether he has anything to say 
about it or not the policyholder will hold him 
responsible for the kind of a break he gets from 
the company. 
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Massachusetts and State 
Insurance 

HERE was a great deal of criticism 
T of the compulsory personal liability 
auto insurance law when it was first en- 
acted in Massachusetts. To say that the 
criticism lessened after the law had been 
in operation for some time would be an 
untruth. It is our opinion that it has in- 
creased. THE SPECTATOR has opposed 
such compusory personal liability auto in- 
surance laws as that of Massachusetts, 
and so have a majority of the insurance 
companies, because of the belief that 
they would lead to State insurance, and 
while THE SPECTATOR is entirely in ac- 
cord with every proper regulation by the 
State of automobilists so that they may 
not easily escape a just penalty because 
of injury and financial loss they may 
cause others, we are equally convinced 
that State insurance is bound to be much 
more expensive and unsatisfactory than 
insurance privately directed and man- 
aged under the proper regulation. 

In the case of Massachusetts it appears 
that such a prediction was by no means 
unfounded. Frank A. Goodwin, chairman 
of the Boston Finance Commission and 
formerly State registrar of motor ve- 
hicles, has brought forward a petition for 
the establishment of a State motor vehicle 
insurance fund which provides for the 
repeal of the present compulsory law. 
The petitioners are allowed until the first 
Wednesday in December to file with the 
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secretary of State the signatures of 20,000 
voters approving the petition. If that 
number of names is secured and the meas- 
ure is unsuccessful before the legislature 
it would then be placed on the ballot at 
the State election in 1930 after an addi- 
tional 5,000 signatures had been obtained. 

A new angle has appeared because of 
the action of a group of Massachusetts 
citizens who have petitioned the Massa- 
chusetts Supreme Court to prevent the 
question of compulsory liability automo- 
bile insurance from being brought before 
the people under the terms of pending in- 
itiative petitions. The petitioners have 
asked that a restraining order be issued to 
prevent Secretary of State Frederic Cook 
from issuing blanks to the signers of the 
petition designed to carry into effect the 
proposed law. 

We believe it is the concensus of opin- 
ion that the Massachusetts’ compulsory 
law has not been a success. The so-called 
Stone plan in Vermont has much better 
met a situation that demanded attention, 
and it is our belief that the automobile 
operators’ and owners’ financial responsi- 
bility law in New York, which has been 
in operation since September I, and the 
similar act that goes into effect in New 
Jersey this month, are much preferable to 
the present Massachusetts law or any pro- 
posed State Insurance Fund. Massachu- 
setts might find itself jumping from the 
frying pan into the fire by adopting State 
insurance. 





No Cause for Worry 

HE stock market debacle is the topic 
T of the moment, and it is but human 
nature for many of us to seize upon this 
chance to strut our hour upon the stage 
crowing, “I told you so.” Living, as we 
do, in a land of opulence and an age of 
optimism, the pessimist, merely by being 
different, can at least achieve notoriety. 
It is a matter of record that THE SpeEc- 
TATOR, in presenting annually its profit 
and loss tables for fire and casualty in- 
surance, has deplored the insignificant 
profit produced from the business of un- 
derwriting and questioned the wisdom of 
depending on investment accretions alone 
for success. We have always taken the 
stand that a fair profit should accrue from 
insuring property against loss, and have 
warned, in periods when such profit was 
not forthcoming, that in event of a de- 


5 


flation in stock values, a number of com- 
panies would be hurt. From a super- 
ficial observation of the current Wall 
Street scene, one might be led to predict 
that the annual statements of December 
31, 1929, will serve to illustrate those 
warnings. We believe, however, that our 
admonitions, fortunately, will have no 
such unwelcome endorsement. The good 
judgment of the men who are entrusted 
with the investment of the funds of the 
fire and casualty insurance companies will 
be reflected in the annual statements this 
year as usual, for the confidence ex- 
pressed by various executives in answer 
to THE SpectTator’s request for their 
attitude towards the present market is 
no whistling in the dark. An examina- 
tion of the investment portfolios of any 
of the well-managed companies will re- 
veal that the low market will not be 
strongly felt. Market prices have always 
been discounted by the companies in their 
statements, and the close supervision of 
the State departments throughout the 
country has also had a tendency to pre- 
clude any sharp readjustment in the val- 
ues of insurance company holdings. The 
companies, in short, should enjoy a good 
investment profit this year. 

There are lessons to be learned, how- 
ever, from the present flurry, and one of 
them is that underwriting should be the 
first consideration of a_ well-managed 
company, and such a company should not 
allow itself to be jockeyed into a position 
where it would be unduly concerned with 
the gyrations of the stock market. 





Through Rose Colored Glasses 

N this age of intensive production and 
| selling a great many industries, which 
formerly thought themselves pretty fairly 
developed, have suddenly snapped into 
line behind new leaders—leaders who 
boldly dismiss past performances with 
“Developed? Why, you haven’t scratched 
the surface of this market!” And when 
it comes to surface scratching it appears 
doubtful whether any business is going 
to be able to compete with life insur- 
ance. 

There is, as every school child should 
know by this time, one hundred billion 
dollars of life insurance in force in the 
United States. But it is not so well known 
that the present life value of all the citi- 
zens in the United States, based on their 
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earning power, is reckoned by economists 


at two trillion four hundred billion dol- 
lars. In other words, the life values of the 
country are just four per cent insured. 
This situation was discussed by Stephen 
J. McMahon, member of the United 
States Board of Tax Appeals at the 
Trust Development Conference in New 
York the other day. Estate Creation and 
Conservation was the theme of his ad- 
dress, which was broadcast over the 
radio and which carried a message of 
optimism to both the public and to the 
business men in attendance. 

A well known student of life insurance 
recently declared that this country is 
about to enter the greatest period of in- 
surance development in history and that 
the buying public is virtually begging for 
life policies. Even if conditions do not 
warrant such extravagant terms it should 
still be remembered that it is a fact that 
the amount of life insurance being writ- 
ten is increasing at a rate of more than 

‘twelve billion dollars a year and that 
present day conditions point to a two 
hundred and fifty billion dollar total in- 
surance in force by the end of 1939. 

Contributing to this added impetus is 
the fact that only a few years ago the per 
capita life insurance written was $500 
while it now figures more than $1,500 
with every likelihood of soon reaching 
$2,000. Wealth is becoming decentral- 
ized. Never before has prosperity been 
so widespread nor so equitably distrib- 
uted. An analysis of the Federal Trade 
Commission’s report on the distribution 
of wealth shows that one-fifth of the en- 
tire population owns property, exclusive 
of life insurance, amounting to from 
$10,000 to $100,000 and that a third of 
the total are worth between $2,500 and 
$10,000. 

When this healthy financial outlook is 
considered in conjunction with the low 
per capita insurance and still further aug- 
mented by that intangible but vital factor 
—the receptive buying mood of the pub- 
lic—then it is no wonder that market 
analysts view the future of the life insur- 
ance business through rose _ colored 
glasses, and with vision unimpaired. 





Capital Increase Authorized 
AustIN, TEex., Nov. 4.—The Western Reserve 
Life Insurance Company of San Angelo, Texas, 
has been granted authority to amend its charter, 
increasing its capital stock from $132,500 to 
$150,000. 


Editorial 


Waid J. Davidson Appointed 
Actuary 

Announcement was made of the appointment 
of Waid J. Davidson as actuary of the National 
Life Company, Des Moines, Iowa. Mr. David- 
son was born in Marion County, Iowa, and is 
a graduate of the State University of Iowa 
where he majored in mathematics. He is an 
associate member of the American Institute of 
Actuaries as well as a member of the Fraternal 
Actuarial Society. For the past two and a half 
years he has been chief actuary of the Nebraska 
Insurance Department. Mr. Davidson succeeds 


F. A. Draper who has served the National 
Life in the capacity of actuary since May, 
1923. 


New General Agent for Pilot Life 


The Flat Top Insurance Agency of Bluefield, 
W. Va., has purchased the fire and casualty 
insurance business of C. R. Adair, Narrows, 
Va., and will continue to operate the companies 
now domiciled in the agency. This agency was 
organized in 1916 and grew rapidly until it was 
doing the largest insurance business in the 
county. 

Mr. Adair will remain in the 
business and devote his time to the life, acci- 
dent and health, as general agent for the Pilot 
Life Insurance Company of Greensboro, Dy: <€, 
The headquarters of the general agency will 
be at Narrows. 
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New York Life Directors 


The success of any Company is primarily a matter 
of management—that is, of MEN. Following 
is a list of Directors, New York Life Insur- 
ance Company, the most recently elected 
being Calvin Coolidge: 


NOD OLN NOL NGL NGLNGLNGLNOL NO INGLNGIIN 








Trust Co. 


Co., Chieago 


RIDLEY WATTS.......... 


Commission 





LAWRENCE F. ABBOTT.......... Director Valentine & Co. 
PTL IE DN IPIID «a. sos. cicin'vsies'cn'006 bese 00% Manufacturer 
DIR CREA e Fe A oi oisc is ceivcinc noses scicses Textiles 
CORNELIUS N. BLISS........... .Commission Dry Goods 


MORTIMER N. BUCKNER. .Chairman of Board, New York 


THOMAS A. BUCKNER. ... ..05660s000002000 Vice-President 
NICHOLAS MURRAY BUTLER. . Pres’t Columbia University 
CALVIN COOLIDGE. .Former President of the United States 
GEORGE B. CORTELYOU...... Pres’t Consolidated Gas Co. 


WALTER W. HEAD......... Pres’t State Bank of Chicago 
CHARLES D. HILLES.................. Insurance Manager 
ALBA B. JOHNSON............. Retired, Philadelphia, Pa. 


PERCY H. JOHNSTON... .Pres't Chemical Bank & Trust Co 
WILLARD V. KING. .Chair. Advisory Board, Irving Trust Co. 
DARWIN Te BINGSGRY 5... sees ciecevivwccsonen President 


FRANK PRESBREY....... Frank Presbrey Co., Advertising 
JOHN J. PULLEYN......Pres’t Emigrant Ind. Savings Bank 
FLEMING H. REVELL. ...Fleming H. Revell Co., Publishe _ 


GEORGE M. REYNOLDS Chairman of Executive Committee 
Continental Illinois Bank & Trust 


HIRAM R. STEELE...... Steele, DeFriese & Steele, Lawyers 
JESSE ISIDORE STRAUS. .President R. H. Macy & Co., Inc. 
Ridley Watts & Co., Dry Goods 








COMPANY 


MADISON SQUARE, NEW YORK, N. Y. 
DARWIN P. KINGSLEY, President 








NEW YORK LIFE INSURANCE 
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Here Are More Problems 
October 28, 1929. 
[To the Editor of THe Spectator] 
The October 24th issue contained, to my way 
of thinking, three of the most apropos articles 
that I had the pleasure of reading in your up- 
to-date journai—“What Shall We Do for the 


Agents”—W. W. Jaeger; “Study the Client as . 


an Individual”’—Harry W. Dingman; “He 
Wants to Earn Something Right Away”—John 
J. Moriarity. 

It naturally is expected that those men know 
the problems of the field men, and that they have 
set forth real readable, as well as instructive, 
view-points goes without question. 

But withall, they overlook one of the real 
problems of the struggling field man, when 
they fail to deal with the rapidly increasing 
number of part-time men who lay in wait as it 
were to pick the friend whom a regular full- 
time agent has opened the way as a real pros- 
pect, and pick the fruit. 

Why is it that many reliable old line compa- 
nies aid in such by issuing promiscuously a rate- 
book to employees, as well as to the proprietors 
in any and all walks of life, from the banker 
and bank employee to the laborer in shops, fac- 
tories and on the farm? It is not to be won- 
dered that lapses are had. 

Our cities, towns, villages and rural dis- 
tricts are impregnated with this class of 
“leaches” who get a line on the movements of an 
agent, await an opportunity to approach the 
prospect, or the men whom the agent has in- 
terviewed and with some such statement as, “I 
understand you are contemplating taking out 
insurance. Now, I can write you and keep 
your premium payments right here at home 
where you can get immediate service and not 
have to bother looking up an absent agent, etc., 
etc.” 

Furthermore that, way I say criminal, agent, 
the twister, has been passed with but mere men- 
tion. This agent who uses the auto salesman 
tactics, “Trade in your old model policy and 
secure a new and up-to-date form, one that 
provides protection in case of disability, double 
in case of accidental death, etc.” “Rearrange 
your insurance” is the introductory for such 
agents. We feel that if old line companies 
would investigate the why of “cashing-in” of 
policies that an awekening would occur. 

We have large sales view to learn through 
the manufacturer or the merchandiser. Why 
does not this class of business farm out sales 
lists promiscuously to the banker, the employee, 
the merchant, etc., and provide him with the 
same means to say to Mr. Jones, “I understand 
you are in the market for a suit of clothes, a 
pair of shoes, a binder, a plow, etc.; now, I can 
sell you this article and you can make settle- 
ment at your convenience right here at home?” 

(Concluded on next page) 
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Pertinent Comment by Readers 
of The Spectator 


Where Ignorance Is Bliss 
October 29, 1929. 
[To THE Epitor oF THE SPECTATOR] 


I have read with much interest your editorial 
on “Borrowing for Speculation.” You are 
shooting a heavy load at a policyholder who 
would be so foolish. I am in no way interested 
in insurance except as a policyholder but take 
your magazine. Now as a policyholder of 
some eighteen policies who at times “Borrow 
for Speculation” and admit being a bone-head, 
I would like to throw back somewhat of a jolt 
from a bone-head policyholder to that “Presi- 
dent of a Southern Company,” THE SPECTATOR 
and other insurance men in general. 





The three letters from readers of THE 
SPECTATOR printed on this page represent, 
naturally, the views of the writers and not 
those of the editors of THE SPECTATOR. 
That statement is not made in criticism 
but simply in explanation. All the letters, 
we believe, will prove of general interest. 
One, it will be noticed, is from a life 
agent, another from a member of a fire 
and casualiy insurance agency and the 
third from a grocer, who is not in the 
insurance business but, since he is a 
policyholder, is interested each week in 
what THe Spectator has to say con- 
cerning insurance.—Ep. NOTE. 











Here it is: 

The fact that there are so many boobs, suck- 
ers, bone-heads, saps and numbsculls among your 
policyholders is not proof that you are endowed 
with brains and judgment. Even though it 
can be proven that I am in need of a guardian 
is no reason why some insurance company 
should assume the role and does not give the 
“President of a Southern Insurance Company” 
any special privilege to inquire into what I do 
with MY OWN HARD EARNED MONEY 
—money which I have borrowed at 6 per cent, 
loaned to an insurance company at 3% per cent 
and re-borrowed at 6 per cent. I consider this 
hard earned and twice borrowed money as my 
very own to do with as I particularly choose 
until prevented from doing so by a Legal 
Guardian. 

Furthermore, I would ask, “Is the president 
of that company a borrower on any of his 
policies, likewise the officials of your magazine 
and why not?” Now, why be surprised at the 
boobs who are buyers of insurance? We prob- 
ably took out most of it to cover debts anyway. 

Another thing. What do you hold out to 
that bunch of policemen, firemen and laborers? 
Would you have them stay in that class all 

(Concluded on next page) 


Unique Commission Scheme 
October 24, 1929. 
{To THE Epitor or THE SPECTATOR] 


Your editorial “Vanishing Agency Profits” 
in your issue of October 17th is about a very 
interesting subject. 


Any close analysis of the economic ills of 
large agencies will reveal the fact that the 
acceleration of the expense item represented 
by a percentage of the gross commissions is 
very much greater as premium incomes get 
around $500,000 and over than it ought to be. 
An agency that does twenty times as much 
business as the small $25,000 agency certainly 
ought to make more than six times the profit 
that a $25,000 agency makes. 


To compare the case of an agency writing 
$500,000 with that of one writing $100,000 
emphasizes the point that there is something 
wrong with the economies of the large agency 
still more. Assuming that the average com- 
mission is 22 per cent for both cases, the 
$100,000 agency actually makes more profit 
($14,850) than the $500,000 agency ($14,080). 

The chief reason of course for this is the 
fact that with the large agency something 
more than one half of its business is usually 
obtained through brokers, salesmen, etc. With 
the small agency the business is practically 
all direct, the commissions paid by the com- 
panies averaging about the same for both. 


What are we to conclude from this? Must 
we assume that there is no place in the 
economic scheme of things for a large agency 
and that everybody ought to reduce their 
business to the direct lines that they control, 
as was suggested by W. S. Crawford in his 
article in the “Journal of Commerce” the other 
day, or will the large agencies eventually find 
a way out of their dilemma? 


It is a question about which the larger 
agencies in the country are very greatly con- 
cerned. It is admitted that one reason for this 
situation is the fact that most of the insurance 
companies, with the exception of the casualty 
and surety companies, pay no more for business 
in large volume than they do for business in 
small volume. The fire company will get a 
premium income of $25,000 or $50,000 a year 
laid down at their home office free of all col- 
lection and most of the inspection and super- 
vising expense that they are subjected to in 
connection with their smaller accounts and yet 
not pay a penny more for it than they do the 
$2,500 a year account. It is well recognized 
that with the larger accounts the agents spend 
a great deal more out of each dollar of com- 
missions for expert service, engineering, ad- 
vertising and that sort of thing than is spent 
out of the dollar of commission of the small 
account for such things, a service that is a 

(Concluded on next page) 
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Unique Commission Scheme 
(Concluded from preceding page) 
compelling influence in the production of busi- 

ness. 

The companies all realize that between the 
cost of their business from the large centers 
and that from the small towns in the same State 
there is a difference of six or seven per cent 
and yet there is no generally adopted differential 
in the commissions paid on the two types of 
business, except by the non-affiliated companies. 

The great number of very substantial com- 
panies of this type that have come into the 
fire business in the last few years, and the 
rapidly developed existing units of this type, 
are helping to relieve this situation. Bound by 
no organization agreements, the multiplicity 
of which is a particular curse in the fire in- 
surance business, and recognizing that the busi- 
ness in the large centers is being bought by 
the organized companies for a great deal less 
than it is worth, these companies are paying 
higher commissions on business produced by 
large accounts and thus are helping the large 
agencies to solve the problem suggested in your 
editorial. This situation up to recently applied 
almost entirely to the fire insurance business. 
With the great increase in the number of 
casualty companies the small producer in many 
cases is being paid almost as much commission 
as the large producer gets from these lines, 
however, which doesn’t help things any. 

Yours very truly, 
Eucene Wuirtincton & Co. 
Oklahoma City, Okla. 





Here Are More Problems 
(Concluded from preceding page) 

Local underwriter agency associations no 
doubt would do much towards correcting such 
conditions, and aid in placing insurance agency 
business on the high plain warranted. But, in 
my humble opinion, we shall continue such han- 
dicaps till regular agencies backed up by the 
old line companies shall meet the condition 
openly. 

i. ae lead to write you in the hope that 
some such widely posted men as the writers ot 
the articles referred to above may present ma- 
tured views on the two problems referred to in 
this communication. 

Very truly yours, 
Geo. E. FARRELL. 


Clinton, Iowa. 





Co-operative Advertising Urged 

Los ANGELES, Catir.—Members of the Los 
Angeles Life Underwriters’ Association are 
studying a proposed co-operative advertising 
campaign suggested at a meeting this week 
by George Price, an official of the Mayers 
company, advertising agency. 

Citing the fact that it required 86 years to 
sell the first $100,000,000,000 worth of life in- 
surance, Mr. Price told the insurance men that 
if the next $100,000,000,000 is to be sold in the 
next ten years life insurance companies must 
resort to modern methods and use liberal 
amounts of newspaper and other advertising. 





Where Ignorance Is Bliss 
(Concluded from preceding page) 
their lives and meet the Debit Men promptly 
every Saturday night? Are they minnows on 
which to feed? If they are, I would remind 
you to look out since there is always a bigger 
fish around the bend (and he probably is a 

sucker, even so). 

I would also ask. How are you going to get 
the experience to these boobs? Tell it to them, 
legislate brains into them, or by inoculation? 
I would advise against telling it to them as it 
is practically impossible to get it over to a 
boob that HE IS a BOOB. I would also 
advise against legislation—that has been tried 


repeatedly without success. The only thing left . 


is to use some of the smart boys to draw 
juice from and inoculate ’em. Yes, sir! I am 
for inoculation, first and last. 


3ut as for me, I prefer to stay in the boob 
column. No cut and dried life for me, on 
the percentage basis. I intend to live my life 
as I jolly well please, without expert advice, 
watching ’em go up and down, buying and 
selling, borrowing and paying, keeping to my 
boob idea that the rainbow’s end is just around 
the corner and keep to the idea that I can safely 
salt part of it down. 


Eternal hope is the real reason the boobs 
borrow to speculate. Take it away from them. 
Let them get the experience—they can make 
some more money. Take a book from the 
standpoint of a boob. 


If our “Southern Gentleman” will check up 
on his literature put out for the “enlightenment” 
of his policyholders and place himself in their 
shoes, he will probably have a real good laugh. 
He will probably find that between the lines he 
will be calling himself by the terms I have used 
—boob, sucker or sap. To make the idea clear, 
read one of his “annual statements” between 
the lines about like this: 

“Your company has again experienced a won- 
derful year, assets increased umpty millions of 
dollars, new business written umpty umpty mil- 
lions, losses paid umpty millions and losses paid 
to date umpty umpty millions, insurance in force 
umpty billions. Note assets in 1903 were only 
umpty thousands. By glancing at the state- 
ment you will note that our capital and surplus 
(notwithstanding dividends) has increased 
forty-four times since 1903 and that savings in 
death losses this year alone is over 50 per cent 
of our entire present. capital and surplus. We 
are a highly successful company and your re- 
serve is in the hands of most able men (at 
3% per cent). Our loss ratio this year was 
only 48 per cent which simply means that for 
every hundred deaths sold to our policyholders, 
we could obtain and deliver only forty-eight. 
They were rather scarce this year, in fact 
this company has never been able to obtain 
the 100 per cent deaths (but we charge for 
them for your safety) and the highest delivery, 
1918, was only 78 per cent. Since all of 
these deaths were sold ‘Cash on the barrel head 
in advance whether delivered or not plan’ and 
purchasers were required to loan sufficient funds 
at 3% per cent to effect a ‘level’ charge, it 





Why I Believe Institutional 
Advertising Will Benefit 
Life Insurance 


M.A. Linton 


ECAUSE institutional advertising will present 

forcefully and continually the great human 
interest story of life insurance in a manner 
comparable to the way advertising is presenting 
the automobile, the radio, household appliances, 
and the multitude of other luxuries and neces- 
sities characteristic of our modern world. 


ECAUSE constant reiteration supplemented 

by striking pictorial material, will make 
prospects more responsive to the life under- 
writer’s presentation and thus enable him to 
write larger amounts of insurance with the 
same sales effort. 


BECAUSE it will tend to improve the service 
which the life underwriter renders the 
public by leading the public to expect high 
grade specialized service. 


ECAUSE institutional advertising will tend 

to attract more high grade men to the 
business. Some of the copy should be pre- 
pared with precisely this end in view. 


ECAUSE we would like to see the life in- 

surance business making greater progress 
when compared with the progress of the country 
at large. We are in danger of being over-elated 
by the fact that the life insurance in force 
has passed the one hundred billion dollar mark. 
This total, huge as it is, is equivalent only 
to a little more than the nation’s income for 
one year. Only 2.7 per cent of the national 
income is being devoted to the payment of 
life insurance premiums. As far back as 
twenty years ago the percentage was about 
2 per cent. 


BECAUSE institutional advertising will tell 
the story of life insurance to women in a 
way that far exceeds what we are now doing. 
The wife at home is frequently the reason 
why the husband is inadequately insured. She 
would rather have the family income used to 
buy a car, a new radio, a new fur coat or 
something equally attractive. The other in- 
dustries are making a powerful appeal to the 
women through attractive advertising. Women 
control, or have a say, with reference to the 
expenditure of a very large percentage of the 
national income of more than ninety billions. 


ECAUSE institutional advertising will tend 

to reduce costs by stimulating the sale of 
larger units of insurance; and by helping to 
reduce the lapse rate. 


BECAUSE it will improve the public under- 
standing of the important part that the 
assets of life insurance companies play in the 
economic life of the nation. The better the 
public understanding of the functions and 
service of life insurance, the less the likelihood 
of the enactment of laws inimical to the in- 
terests of the policyholders. 


BECAUSE the unit cost of an adequate ad- 
vertising campaign will be small when 
og through on a co-operative institutional 
asis. 











can readily be seen that your policy is per- 
fectly safe. You probably are in the market 
for more insurance—our representative would 
be pleased to call and EXPLAIN our 
DOUBLE ACTION—CRISS CROSS-JU- 
BILEE POLICY WITH THE BALL JOINT 
FEATURE which is a new idea in insurance. 
You should by all means have one of our 
BALL JOINT policies.” 

I sincerely hope that our “President of a 
Southern Company” will not worry himself 
sick about his “loans to policyholders.” God 
help the poor insurance companies—the policy- 
holders can take care of themselves. 

Very truly, 
Mitts P. WALKER, 


Bryan, Texas. Lawrence Grocery Co. 
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Life President’s Program 
Shaping Up 


Business Vision and Its Aid to 
“America Is Keynote for 
Annual Convention 


Canada to Be Represented 





John R. Hardin, Frederick Ecker, 
Irenee du Pont, Edward Duffield, 
George I. Cochran to Speak 





Business vision and what it is doing for 
America will be in .the forefront of the dis- 
cussions at the twenty-third annual convention 
of the Association of Life Insurance Presidents, 
to be held at the Hotel Astor, on Thursday 
and Friday, December 12th and 13th. 

Many fields of national activity that are 
helping to raise American social and economic 
standards will be represented among the speak- 
ers at the convention. Leaders in industry, 
banking, education, research, life insurance, 
agriculture and in the development of em- 
ployees’ thrift and pension plans will gather on 
the platform of the convention to present and 
discuss ways in which business may be expected 
further to aid the progress of the country. 
Guided by their respective experiences and 
viewpoints, these gentlemen will speak to the 
general theme of the convention--“Advancing 
Social and Economic Standards Through Busi- 
ness Vision.” John R. Hardin, president of the 
Mutual Benefit Life of Newark will preside. 


Tentative Program 
The program of the convention, as thus far 
developed, is as follows: 


Tuurspay, DEcEMBER 12TH, 10.00 A. M. 

“Vision in Industry and Business’”—Irenee 
du Pont, vice-chairman of the board of direc- 
tors, E. I. du Pont de Nemours & Co., Wilming- 
ton, Del.; “Stabilizing Life Through Life In- 
surance”—Frederick H. Ecker, president, Met- 
ropolitan Life, New York; “Business Men’— 
George I. Cochran, president, The Pacific 
Mutual Life of Los Angeles. 


AFTERNOON SESSION 
Address by Canadian speaker (name and title 
to be announced later); “Modern Standards 
of Supervision”—Colonel Howard P. Dunham, 
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president, National Convention of Insurance 
Commissioners; “Broadening America’s Bank- 
ing Policy to Meet New Economic Respon- 
sibilities’—Chellis A. Austin, president, The 
Equitable Trust Company of New York, New 
York; “Research—The Partner of Business 
Foresight”’—Dr. Max Mason, director of 
division of natural science, Rockefeller Founda- 
tion, New York. 

Executive session to elect officers and for 
the transaction of the routine business. 

Committee meetings. 

Fripay, DECEMBER 13TH, 10:00 A. M. 

Pushing Back the Death Line’—Dr. Henry 
V. Cook, vice-president and medical director, 
Northwestern National Life of Minneapolis, 
Minn. ; “Life Insurance Habits of Americans’— 
Edward D. Duffield, president, The Prudential 
Insurance Company of America, Newark, N. J.; 
“The Business of Living”—John Grier Hibben, 
LL.D., L.H.D., president, Princeton University, 
Princeton, N. J. 

Messages of greeting from: American Life 
Convention, The Canadian Life Insurance Offi- 
cers’ Association, The National Association of 
Life Underwriters. 


AFTERNOON SESSION 


“Some Influences of the Countryside’— 
Francis David Farrell, president, Kansas State 
Agricultural College; “Guiding Employees’ 
Thrift Plan’—Charles Proctor Cooper, vice- 
president, American Telephone and Telegraph 
Company, New York; “Translating Vision Into 
Service”—George L. Williams, chairman of the 
board and vice-president, The Union Central 
Life of Cincinnati; “A New Vision in Sales- 
manship”"—S. S. Huebner, Dean, American 
College of Life Underwriters, Philadelphia, Pa. 

General discussion. 

Committee reports. 


Idaho Commission to Rewrite 
Insurance Laws 

Instead of recommending amendments to the 
present insurance laws of the state, the Idaho 
Code Commission, which was created at the last 
session of the legislature, has decided to com- 
pletely rewrite the law. The present law will 
be retained insofar as possible in the new draft. 
The Commission has appointed a number of sub- 
committees from its membership to rewrite 
various divisions of the law. 





Life Insurance Day in 


Thrift Week 


Extensive Plans Under Way for 
Special Emphasis on Benefits 
of Life Insurance 


Sponsored by Agency Officers 





National Tie-up of Activitiy Planned 
for Life and Trust Companies 
and Associations 





The executive committee of the Life Agency 
Officers Association at its meeting in Chicago 
on Wednesday, October 30, voted to sponsor 
Life Insurance Day, Wednesday, January 22, 
1930, in the national celebration of Thrift Week. 


A committee to direct the development of 
plans for Life Insurance Day was appointed. 
James A. McLain, superintendent of agencies 
of the Guardian Life Insurance Company of 
America, was chosen chairman and H. H. 
Armstrong, vice-president of the Travelers In- 
surance Company, Frank L. Jones, vice-presi- 
dent of the Equitable Life Assurance Society, 
Frank H. Sykes, vice-president of the Fidelity 
Mutual Life Insurance Company, and Griffin 
M. Lovelace, vice-president of the New York 
Life were appointed to membership. 

Comprehensive plans are now in process of 
development embracing active participation on 
the part of Agency Officers and their companies, 
life underwriters and local trust companies. 
Every means will be exerted to make Life 
Insurance Day an outstanding event in the na- 
tional celebration of Thrift Week. The plans 
for company participation include liberal use 
of premium notice inserts, insurance trade paper 
advertisements, and house organ publicity during 
December and January. 

A national speakers committee is proposed 
to furnish speakers for talks before local 
luncheon clubs and schools, Chamber of Com- 
merce, Kiwanis, Lions, Civitan and Gyre club 
meetings. The co-operation of local life under- 
writers associations and trust companies will 
be enlisted, and advertising copy for local 
newspaper use by them will be furnished. 

At association and agency meetings the mem- 
bers will have plans for their active particpation 
built along the lines of performing an act 
of thrift on Life Insurance Day 
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ARE YOU GOING TO BE A JIMMY BELL? 


We Can Help You Increase Your Income 
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agency proposition. 
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Gentlemen: Am interested in an eiahiaty a con- 


nection in the state of.....................-. 





and Mail to Us Today 


We will then furnish you with com- 
plete information regarding same. 
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William A. Bennett Dies 





Vice-President of Equitable Company 
Succumbs to Short Illness in His 
Seventy-Second Year 

William A. Bennett, Vice-President and Gen- 
eral Manager of Agencies of the Equitable 
Life Insurance Company of the District of 
Columbia, died at his home in Washington, 
D. C., on Tuesday, November 5th, at 8:45 a. m., 
after a short illness. He was 71 years old. 

Mr. Bennett has been connected with the 
Life Insurance business for almost 45 years 
and came with the Equitable Life Issurance 
Company in 1887, after having conducted an 
agency for the Metropolitan Life Insurance 
Company at Washington for two years previ- 
ous to that date. He became manager of 
agencies for the Equitable in 1890 and also 
assumed the management of their Washington 
District at that time. Thus Mr. Bennett has 
been connected with the Equitable Life since 
the very early days of the company. Some 
years ago he was made Vice-President of the 
company. He is also a member of the Board of 
Directors and the Executive Committee. 

The deceased is very well known in life in- 
surance circles and numbers among his friends 
many of the officials of other insurance com- 
panies. He was one of the pioneers in his field 
in the United States and is widely known for 
his efforts to elevate the standards of the life 
insurance business. The death of Mr. Bennett 
is the first break in the official cabinet of the 
Equitable Life Insurance Company for more 
than 40 years. 


rights. 
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New Life Company Formed 
in Texas 





Southern General Mutual Life Begins 
Operating This Week With 


Home Office at Houston 
Houston, Texas, Oct. 31.—The Southern 


General Mutual Life will begin operations dur- 
ing the present week. The company is the 
first strictly mutual company ever to be organ- 
ized under Texas law, and is patterned after 
the old established legal reserve life insurance 
companies of the East. It has prepared a series 
of liberal policy forms. The rates and values 
are based on the American Experience Table 
at 3%4 per cent interest, Illinois standard of 
valuation. 


Scranton - Pittsburgh, Pa 


General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from those 
with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 










Lee R. Bond, the president of the new com- 
pany, is a seasoned life insurance man, having 
spent the major portion of his business career 


in life insurance. Other officers are: Harris 
W. Garrow, John A. Deering, William L. 
Sachtleben, and J. Collins Harley, vice-presi- 
dents; George L. Noble, treasurer and chair- 
man of the board of directors; Dr. William 
Brumby, medical director. All of these men 
are well known in Texas business and financial 
circles. Dr. Brumby has had considerable life 
insurance experience. R. Rutherford Bond is 
general agent for the company. The home 
office is located in Suite 1109-10 State National 
Bank building. 

The policy forms set forth clearly that policy- 
holders shall participate in all profits. 
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Consistent Growth 


In each of the first eight months of 71929, The 
Guardian surpassed all previous records for that 
month in written, issued and paid-for business. 
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the two-thirds of this year which has elapsed, the 
total new business paid-for is over 15% greater than 
a year ago—continuing a record of progress that has 
seen The Guardian’s annual production and total 
of insurance in force more than doubled in six years. 


When a Company, about to enter its Seventieth 
Year, shows growth such as this there must be a good 
reason back of it. If you would like to know The 
Guardian better, write for a copy of “In a Friendly 
Company.” 


Bd 


THE GUARDIAN LIFE INSURANCE 
COMPANY of AMERICA 


“The Company that Guards and Serves” 
NEW YORK CITY 


50 UNION SQUARE 
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36 Selected 
Prospects Each! 





October was ‘Service Month” 
for Franklin Policyholders. 

Direct mail contact with all policyholders 
brought over 12% replies to the Home Office 
within ten days after the first mailing. 





The best way to appreciate these replies— 
all of them from policyholders—is to imagine 
them classified and apportioned among the 
men in the field. 

Thus, for EACH active Franklin Fieldman 
there were: 

14.09 replies containing useful information 

.63 of a request for service regarding bene- 

ficiary 
1.50 replies giving additional address informa- 
tion 








1.62 requests for service regarding new 
insurance needs 
.58 of a request for change in present insur- 
ance 
36.09 new names and addresses—chosen -by 
policyholders 
The above figures do not include independent 
personal contacts made by fieldmen. 
With approximately $220,000,000.00 _ of 
insurance in force, and an agency organization 
| covering nineteen states, the above returns 
over a period of only ten days are a good index 
of the SERVICE offered by The Franklin, 
not only to its policyholders, but to its fieldmen. 


THE FRANKLIN LIFE INSURANCE CO. 
Springfield, Illinois 
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43.89% GaIN IN 1929 


Every month of the 
first half of 1929 con- 
tributed a new all-time 
monthly record of produc- 
tion by the Company in an 
Expanding Mood. Nine- 
teen Thirty will be another 
great year, with still greater 
opportunities for its field- 
men. 


CALIFORNIA STATE LIFE 
INSURANCE COMPANY 


J. ROY KRUSE, President 
JAMES L. COLLINS, Supt. of Agencies 


Home Office: Sacramento 




















GLOBE LIFE INSURANCE 
COMPANY OF ILLINOIS 


| 431 S. Dearborn St., Chicago 


| POSE BARRY DIETZ WM. J. ALEXANDER 


President ; Secretary 





Successor to 





GLOBE MUTUAL LIFE 

















INSURANCE CO. 


Incorporated 1895 


T. F. BARRY, FOUNDER 














Taming the Twister 


Mere potent than the most vigorous propaganda 
or the most scathing resolutions denouncing the 
twisting evil, is the influence of a body of loyal and 
well-satisfied policyhlders. Witness this expression 
from a staunch policyholder of the Peoria Life: 


“I think I am in a good company when I think 
about the Peoria Life. I had a lot of agents talk to 
me about different companies and was trying to make 
me drop it. But I told them this; just keep your 
policy. You reckon I am a fool, and you try to 
make me drop my policy which I have paid for all 
this time. No, not me!’ 


Not a literary masterpiece, to be sure. But an 
honest, sincere statement of an attitude which is 
typical of the Peoria Life Family of Satisfied ‘Policy- 
holders. They appreciate the splendid features of 
Peoria Life policies, the completeness of Peoria Life 
Service. They are impressed with the evident 
desire of the Company to serve them well. They are 
not easily disturbed in their loyalty to the Peoria 
Life. Their favorable recommendations carry weight 
with friends. In getting and holding business, 
Peoria Life Service to Policyholders is a tremendous 
asset to Peoria Life agents. 


Peoria Life Insurance Co. 


Peoria, Illinois 
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THE SERVICE LIFE INSURANCE 


LINCOLN, NEBRASKA 


DESIRABLE TERRITORY 







COMPANY 


TOP COMMISSIONS POLICIES THAT SELL 




















S. T. Whatley Addresses Life 


Underwriters 





Praises Organization Activities of 
Indiana Members at Meeting in 
Indianapolis 

Indiana is regarded as one of the leading or- 
ganization states in the union in the estimation 
of the National Association of Life Under- 
writers, according to Seaborn T. Whatley, Chi- 
cago, national president, in an address before 
350 life underwriters of the Indianapolis asso- 
ciation. The meeting was the first of the cur- 
rent season and about seventy-five guests from 
out-state associations, including Fort Wayne, 
South Bend, Gary, Lafayette, Terre Haute, 
Evansville and Richmond, attended. 

The program of the Indianapolis association 
for the coming year is to be devoted to the gen- 
eral education of the public as to the needs of 
life insurance, both as protection and as an in- 
vestment. The value of the industrial agent or 
the weekly premium agent as a medium of so 













Full Coverage 
For $1.00 a Month | 


Our Big Dollar Policy gives full cover- 
age from day policy is issued, at flat 
rate of $1.00 a month at all ages. It 
includes Double and Triple Indemnity 
benefits and carries liberal non-forfeiture 
values in the form of paid-up or extended 
insurance, together with generous old age 
cash surrender values. Issued to risks 
from age one day old and up. 


This is the easiest selling life insurance 
offered anywhere, and affords exceptional 
opportunities for wide-awake agents. 








Write for territory to 


Agency Superintendent 
Illinois Bankers Life Association 


Monmouth, Illinois 


November 7, 1929 
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Prudential Group Contract for 
Indiana Firm 


educating the public was emphasized by Joel T. 
Traylor, president of the association. 

Statistics showing the number of businesses 
and homes that have been saved by life insurance 
and the total amount of claims paid in Marion 
county, is to be provided monthly to members 
of the association, according to Mr. Traylor. 

Presidents of out of town associations pres- 
ent included: L. C. Kigin, Terre Haute; Robert 
E. Beisel, Lafayette; C. J. Holloway, Rich- 
mond; John S. Dehaven, South Bend ,and L. D. 
Fowler, Fort Wayne. 




















Nearly a Million and a Half Insur- 
ance Signed for by Fifteen 
Hundred Employees 

The national trend of employers toward ac- 
quiring group life insurance for wage earners 
is further evidenced by the fact that a policy has 
recently been issued on 1,562 employees of The 
Boss Manufacturing Company, engaged in the 
manufacturing of working gloves, with general 
offices in Kewanee, Ill. The policy involves a to- 
tal of $1,452,620, and was issued by the Pruden- 
tial Insurance Company of America, according 
to an announcement issued from that company’s 
home office, Newark, N. J. 

All employees in the service as of August I, 
1929, received life insurance protection in 
amounts ranging from $500 to $1,000, according 
to the length of service, without any cost to 
them, the insurance being issued on the non- 
contributory basis. 


Mutual Life Promotions in Baltimore 
BaALtimoreE, Nov. 2.—R. O. Wehrheim, agency 
manager of the Mutual Life Insurance Com- 
pany of Baltimore, announces the promotion of 
the following agents to assistant managers: 
W. Collins, Washington, D. C.; H. Sevy, Kan- 
sas City, Mo.; A. Schaap, St. Louis, Mo.; D. 
Enright, St. Louis, Mo.; E. F. Roth, Wilming- 
ton, Del.; W. Poling, Lortain, Ohia; C. B. 
Frazell, and L. A. Clar Columbus, Ohio. 











| THE MANHATTAN LIFE 
INSURANCE COMPANY 


654 Madison Avenue at 60th Street 
New York City 
Founded 1850 








Thomas E. Lovejoy, President 




























ENJOYING A RECORD YEAR 
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e FORT WAYNE. INDIANA -. 








Report on First Examination 
of Acme Life 


New Texas Company Makes Good 
Progress for First Ten Months 
of Operation 

Austin, Tex., Nol. 4.—At a banquet of the 
stockholders of the Acme Life Insurance 
Company of Austin, Texas, the report of the 
examiners of the State Board of Commissioners 
was read by Gen. W. A. Reeling, the president 
of the company. The Acme company was 
organized February 28, 1929, with capital stock 
of $100,000 and surplus of $20,000, both fully 
paid in, and the report, which was as of date 
September 30, was the first examination made 
by the State board, and the conclusion of the 
examiners that “The affairs of the company 
are conservatively and economically adminis- 
tered,” seems fully justified by the report. 

The total amount of business written for the 
first seven months was $829,000, of which 
$637,000 was on the stock with policy plan 
and $192,000 no stock with policy. Of this 
$465,500 was ordinary life; $280,500, 20 year 
payment; $39,000, 20 year endowment; and 
$44,000, term insurance. 

Since the date of the report $500,000 addi- 
tional insurance has been placed on the books, 





IN SUMMER 


or in winter the representatives and 
policyholders of the Massachusetts 
Mutual enjoy not only the great re- | 
sources and splendid facilities of this 
Company, but also that mutual counsel 
and co-operation which make every re- 
lationshp a definite advantage to all 

those who rely on our service. | 


Massachusetts Mutual 
Life Insurance Company 
Springfield, Massachusetts 
Organized 1851 








More Than a Billion and Three-Quar- |} 


ters of Insurance in Force 











Life Insurance 


according to statement made by President 
Keeling and B. P. Bailey, general agent, and 
applications are pending for $400,000. 

The Acme covers no health, accident or 
disability features and where double indemnity 
is written it is all reinsured. Only $2,000 on 
any single risk is retained, the balance on 
larger policies being reinsured in the Lincoln 
National Life of Fort Wayne, Ind. 

The gross ledger and non-ledger assets, of 
Sept. 30, were $126,912, of which $95,610 was 
in county, municipal and miscellaneous bonds, 
warrants and trust certificates, the miscellaneous 
securities being further secured by guarantees 
of approved trust and investment companies. 

The officers of the Acme Life Insurance 
Company are: W. A. Keeling, president; R. 
C. Roberdeau, vice-president; D. C. Reed, vice- 
president; T. U. Taylor, vice-president; D. H. 
Hart, Jr., secretary-treasurer; George E. 
Shelley, general attorney. 











Peoples Life 


Insurance Co. 
“The Friendly Company” 





Frankfort, Indiana 


$5,884,944.18 on Deposit with the 
Indiana Insurance Department | 


$839,839.33 Surplus Protection to 
Policyholders 


$50,000,000. 00 Insurance in Force 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY OLAUSE, DOUBLE INDEM- 








NITY PROVISION, MONTHLY INOOMB, 
GUARANTEED SETTLEMENTS. 








TERRITORY OPEN IN 
DIVDIANA, OHIO, ILLINOIS, MICHIGAR, 
ARKANSAS, TENNESSEE, TEXAS, IOWA 
AND CALIFORNIA. 


A few top notch contracts to Insur- 
ance Producers with experience, char- 
acter and ability. Address the Com- 
pany. 





Mountain State Life Reinsures 
Denver Company 





Acquisition of Western Casualty Will 
Add to $500,000 of Disability 
Business 

Los ANGELES, Cauir., November 4.—Ar- 
rangements have been completed for the re- 
insurance of the Western Casualty Company 
of Denver, Colo., by the Mountain States Life 
Insurance Company of Hollywood, it was an- 
nounced this week. The deal gives the Moun- 
tain States company another $500,000 of dis- 
ability business. On July 1st the company also 
reinsured the business of the Sierra Nevada 
Life and Casualty Company of Oakland, thus 
acquiring accident and health premiums of 
about $120,000 annually. On the present with 
the two new acquisitions, the company has an 
annual accident and health premium income ex- 
ceeding $600,000. 

In order to provide ample facilities for 
handling this business, the Mountain States 
Company is building a two-story addition to 
President W. L. Vernon, the plan is to move 
its new home in Hollywood. According to 
the head offices of both the Western Casualty 
and the Sierra Nevada Life and Casualty to 
Hollywood before December 15th when the 
new building will be comlpeted. 

President Vernon also announced that the 
life business of the Mountain States is show- 
ing a substantial gain. 











UNQUESTIONABLY 


We have the finest disability contracts | 
available today. A full line of non- 
cancellable, non-medical and other at- 
tractive policies. 








Some good territories may be had in 
Michigan, Pennsylvania, Indiana, Il- 
linois, Missouri and California. 


invited from underwriters 
Liberal contracts 


Inquiries 
who know the best. 
to producers. 


INCOME GUARANTY COMPANY | 


Income Building 


SOUTH BEND, INDIANA 
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New York Life Payments for 
First Nine Months 


Living Policyholders and Benefici- 
aries Divide Total of One Hundred 
and Thirty Million 

Payments to living policyholders and to 
beneficiaries by the New York Life Insurance 
Company in the first nine months of this year 
amounted to more than $130,000,000. Of the 
total, over $86,000,000 was paid to living policy- 
holders while more than $44,000,000, including 
$1,734,000 double indemnity for accidental 
deaths, was paid to the beneficiaries of 10,997 
deceased policyholders. Included within these 
totals were also dividend payments amounting 
to over $49,000,000. 

The death loss payments in this period in- 
cluded $2,505,902 paid or credited to the bene- 
ficiaries of 549 policyholders who died in the 
first year of insurance. 





In the same nine months the company had 
to decline 17,595 cases for more than $72,000,000 
insurance on the lives of persons who were not 
insurable. 

The following statistics show the principal 
causes of death of policyholders and the number 
of years their policies had been in force. 


Principal Causes of Death Lives 
BRAN AERIS onc 5k sin loan Kaen 6th we! Sie wwe Bae 1,907 
Influenza and pneumonia .........-ccceceees 1,367 


Cancers and tumors 
Accidents 
Apoplexy ‘ 
MIEN 55505) 5 561 <6 (9:6 waa; Ca aiplacensiw Kee es. eRe Sere 
a a ere sere reer rrr rer irre 








PRPRNER GE SME SECTOR occ gs ccrnnesleccee es enes 309 
SRE ERE ool. > ieverara odo eadeo/euiec ae ee sieawa 214 
TEENIN od a ones 6 co boaFine Khe Ce LK wees 228 
Diseases of the digestive organs .............. 181 
ENNIS ai saree cranes aie oh oe'e ro RTOS eke: WES ore) SIE lin GON 99 
ERNE olin oid oa ar ella are RO Dae eRe ew eet 90 
PREC CHE CAGES oo oceio.5;0- sic 0 ask rs: dleiaie cmnieyo acetone 2,645 

RN 656 sila 0G Sao. ce Ee Ma einen 10,997 


Insurance 
$2,505,902.15 
2,446,056.64 
9,202,171.95 
11,827,693.53 
10,298,269.31 
8,546,350.74 


$44,826,444.32 


Years im Force Lives 
Died in 1st year of insurance 549 
Died in 2d year of insurance 502 
Died between 3 and 5 years.. 1,626 
Died between 5 and 10 years.. 2,518 
Died between 10 and 20 years. 2,557 
Died after 20 years ........ 3,245 


10,997 





Included in the above were 1,316 women insured 
for $2,534,175. 
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WANTED 


We desire a young man 

“who is experienced both 
in underwriting and other 
insurance home office 
work. 


We would like also to get 
in touch with an experi- 
enced group insurance 
man. 


Address 


P. O. Box 2232 
Birmingham, Ala. 

















| 








B= it for personal or business protection, or for home and 
family, with settlement of the proceeds by lump sum 
or by i ent or income payments. Annuity contracts 
in various forms. Total Disability and Double Indemnity 
issued. 
Special policies covering Partnership Agreements, Funds 

o guarantee a College Education, to provide ests, to 
cover Mortgages, Inheritance Taxes and i 
—thus making certain the carrying out of almost any program 
nvolving Life or Money values. | 


Group insurance has been issued since 1924. The Com- 
pany now issues Wholesale and Salary Deduction insurance, 


Surplus over all Liabilities, $38,667,784 
Reserves, $447,834,175 
Other Liabilities, $9,669,748 
Total Assets, $496,171,707 











OVER SIXTY-FIVE 


JOHN HANCOCK SERIES 


Whatever Your Life Insurance Needs 
There is a JOHN HANCOCK POLICY to Fill Them 


YEARS IN BUSINESS — 








to which was added in 1928 Group Accident and Sickness 
insurance, and Group Accident and Dismemberment insur- 
ance. 


Investments are of high quality, carefully distributed a 
to farm and city mortgage loans, public utilities, govern 
ment bonds and railway securities. 


Dividend payments are at the highest scale in the Com- 
pany’s history. ere has been a eral reduction ia 
annual cost to policyholders during the past seven years, 
while in the same period the Company has doubled its 
outstanding insurance and financial resources. 


Address Inquiry Bureau 





LiFe INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 














Bureau to Hold Three More 
Schools 


Four-Day Course in Agency Manage- 
ment at Des Moines, Oklahoma 


City, Montreal Scheduled 


The Life Insurance Sales Research Bureau 
will complete its 1929 Lecture Course program 
when it presents the four-day lecture course in 
Agency Management at the Fort Des Moines 
Hotel, Des Moines, November 4-7; at the Hick- 
ins Hotel, Oklahoma City, November 11-14; 
and at the Windsor Hotel, Montreal, November 
19-22. During 1929, classes, averaging 35 
agency men, have been held in Denver, San 
Francisco, Portland, Birmingham, Louisville, 
Washington, and New York City. All of these 
schools have been sponsored by the local Life 
Underwriters’ Association of these cities and, in 
many instances, with the cooperation of the 
Managers’ and General Agents’ Association. H. 
G. Kenagy, head of the Bureau’s Field Service 
Department, is in charge, assisted by S. K. 
Dickinson, of the Bureau staff, who has directed 
many of the Bureau’s field investigations on 


which much of the material for this course is 

The course at Des Moines will be sponsored 
by the Des Moines Life Underwriters’, headed 
by Claude Fisher, General Agent of the Con- 
necticut Mutual, with the cooperation of the 
Life Managers’ Association of Des Moines, of 
which Joseph T. Peterson, General Agent of 
the Berkshire Life, is president. Dr. T. C. 
Denny, president of the Central Life Assurance 
Society, and W. W. Jaeger, vice-president of 
the Bankers Life, have taken an active interest 
in securing this school for Des Moines. 

Jesse A. Todd, General Agent of the Central 
Life Assurance Society at Oklahoma City, has 
been appointed head of the committee on ar- 
rangements for the course to be given at Okla- 
homa City, November 11-14, by the General 
Agents’ Association of Oklahoma City. J. B. 
Rogers, Manager of the Lincoln National Life, 
is in charge of the reservations which have been 
made by agency men from more than 18 com- 
panies in Arkansas, Texas, Kansas, Nebraska, 
and Missouri. 

The Canadian companies are enthusiastically 
urging their managers to enroll in the course 
which will be given at Montreal, November 19- 
22, at the Windsor Hotel. 
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Stephen M. Babbit 


President 


HUTCHINSON 
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N unusual opportunity 
for an ambitious man 
between twenty-five and thir- 
Must have 
a good knowledge of Group 


ty years of age. 


Insurance. Salary and Com- 
mission. Good leads supplied. 





Perry-Baylis, Inc. 
Suite No. 1106 
50 East 42nd St., New York 
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L. Edmund Zacher Elected President of 
the Travelers Companies. 


Unanimously Chosen for Position Made Vacant by 
Death of Louis F. Butler—Widely Recognized as 
Financial Expert—Director of Many Other 
Companies 


At a special meeting of the directors of the 
Travelers Insurance Company, Hartford, held 
last Thursday morning, L. Edmund Zacher, 
vice-president and treasurer of the three 
Travelers companies, was unanimously elected 
president to succeed Louis F. Butler who died 
October 23. His election did not come as a 
surprise to the insurance and financial world, 
for though in the speculation which, naturally, 
had been made as to who would succeeed Presi- 
dent Butler several names had been mentioned, 
it was generally conceded that no man in the 
great Travelers organization was better fitted 
to guide and direct the affairs of the three 
companies. The nomination was made by Vice- 

. President James L. Howard. 

Mr. Zacher has been connected with the 
Travelers for the past twenty-five years. He 
was born in Hartford, June 18, 1878, the son 
of Louis H. Zacher and nephew of Judge Ed- 
mund Zacher of New Haven who was executive 
secretary to Governor Thomas M. Waller of 
Connecticut. He was educated in the public 
schools of Hartford, being graduated from the 
Hartford Public High School in 1895. He 
entered the employment of the Charter Oak 
National Bank in his native city but shortly 
left to go with the Farmers and Mechanics 
Bank of Hartford, where he remained for nine 
years until he joined the Travelers as secretary 
to Sylvester C. Dunham, then president of the 
company. Six years later, in 1910, Mr. Zacher 
was made assistant treasurer and in 1912, 
treasurer. When Mr. Butler succeded Mr. 
Dunham as president of the Travelers in 1915 
Mr. Zacher was elected a director and in 1922 
he became vice-president and treasurer. 

Early in his career Mr. Zacher was recog- 
nized as a man of remarkable ability, especially 
along financial lines, and today he is known 
throughout the country as a leading financial 
figure. He is a director of the Hartford- 
Connecticut Trust Company, the St. Joe, South 
Bend and Southern Railway, the Society for 
Savings, the United States branch of the Amer- 
ican Exchange Securities Company of New 
York and the Scottish Union & National In- 
surance Company. In this position he suc- 
ceeded the late Morgan G. Bulkeley, president 
of the Aetna Life Insurance Company at the 
time of his death. He is also a director of 
the Connecticut River Banking Company, the 
Travelers Bank & Trust Company, both Tra- 
velers institutions, and of the Standard Screw 
Company of Hartford. He is a director of 
the Lee, Higginson Trust Company of Bos- 
ton and a member of the advisory committee 
of the Metropolitan branch of the Chase Na- 


Life Insurance 


tional Bank of New York and president of 
the Northwestern Telegraph Company. 

It is understood that Mr. Zacher may con- 
tinue for some time as treasurer of the Travel- 
ers companies, which office he has held since 
its creation in 1912, as no successor was 
appointed to the office by the board of directors 
at its meeting on Thursday. 

Mr. Zacher was married to Miss Marie 
McLean of Hartford, September 29, 1909. They 
have two children, Edmund Zacher, 2nd, a 
member of the class of 1932 at Harvard Uni- 
versity, and Miss Bettie Zacher. He is a 
member of the Hartford Club, the Hartford 





Golf Club, the Twentieth Century Club, the 
Hartford Canoe Club, the Stand-by Club and 
the Wadsworth Atheneum. He is a warden of 
Saint John’s Church, West Hartford. 

When Mr. Zacher joined the Travelers a 
quarter of a century ago the company was a 
single corporation. Today it consists of three 
organizations, the Travelers Insurance Com- 
pany, the Travelers Indemnity Company, and 
the Travelers Fire Insurance Company, with 
combined assets of $600,000,000 and an annual 
income of more than $200,000,000. He has 
played an important part in the formation and 
development of the indemnity and fire com- 
panies. 


Speaks on Life Insurance Tax 

Wendell Phillips Coler, secretary and actuary 
of the American Life Convention, on October 
22 was one of the speakers at a meeting of the 
Actuaries Club of Indianapolis, Ind., held at 
the Columbia Club. His subject was “Taxation 
of Life Insurance.” S. C. Kattell, actuary of 
the Lincoln National Life Insurance Company 
of Fort Wayne, Ind., also spoke. 


L. Edmund Zacker 
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Planning Institutional 
Advertising 
(Concluded from page 3) 


problem of teaching the manager to teach. Just 
as vital and well covered was the general sub- 
ject of Supervision of Agencies by the Home 
Office, which largely made up the program for 
the last day of the meeting. This subject, 
which might also be paraphrased as teaching 
the supervisior to supervise, or teaching the di- 
rector to direct, was given to such men as Frank 
L. Jones, of the Equitable Society, K. A. 
Luther, of the ZEtna Life, H. A. Minning, of the 
Home Life of New York, John W. DeForest, 








Roger B. Hull 
of the Travelers, and A. N. Mitchell, of the 


Canada Life. These men went into intimate 
detail concerning the actual practice of their re- 
spective companies, giving not only the bare 
data but also a report of how the various inno- 
vations have worked out and frequently threw 
in, for good measure, personal observation tend- 
ing to clear up complicated phases of the prob- 
lems involved. 

Each of these addresses was applauded with 
enthusiasm. Each one was listened to with 
interest that was obviously keen and each was 
followed by considerable discussion from the 
floor. Altogether, it appeared that fact find- 
ing, the expressed mission of the Bureau and the 
Association, had been materially assisted by this 
year’s program. 

The Sales Research Bureau gave evidence of 
its steadily increasing value and a promise of 
future development limited only by the capacity 
of one’s vision in that part of the program de- 
voted to its activities. Following the summary 
of results thus far obtained and a modest esti- 
mate of what is hoped to be accomplished in the 
future. by Manager Holcombe, two intensively 
interesting research studies were reported on by 
Henry E. Niles of the Bureau. First he sum- 
marized and pictured in figures, the results ob- 
tained from a study of the early production of 
agents. Does the record of the new man for 
the first six months offer any true indication of 
what his eventual development may be was the 
question raised in this feature of the program. 
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The Bureau officials stressed the fact that the 
survey had been limited to a comparatively 
small number of agents and the results were not 
presented as experience suitable as a guide to 
agency officers but rather were given as the first 
step in a new direction and for the improve- 
ment of agency management. The membership 
expressed itself as being in hearty accord with 
the plan as instituted and promised to co-oper- 
ate by assisting the Bureau to compile an ex- 
perience which might be considered as truly rep- 
resentative and on which it may in a few 
years be possible to accurately estimate the po- 
tentialities of the first year agent. 


Production Research 

Mr. Niles followed this feature with another 
in a similar vein, this being a research study of 
Association members on the subject of Agency 
Production and Man Power. While this experi- 
ence was more extensive and was felt by many 
to offer a fairly true picture of conditions, it 
was again pointed out that the data on which 
the results were presented must be both more 
extensive and more complete before the findings 
can be successfully applied. 

Again the membership promised real coopera- 
tion in furthering this type of research and bet- 
ter information regarding full time and part 
time agents will be supplied during the coming 
year. The data supporting these two discus- 
sions was handed over to the members of the 
association but was not given out for publi- 
cation at this early stage of development. 

Aside from these main features the program 
was greatly strengthened by its direction. The 
two chairmen, James A. Fulton and Frank H. 
Sykes, ran the sessions with a smooth, sure 
touch, such times as authority was not rele- 
gated to the capable hands of John Marshall 
Holcombe, Jr., and H. K. Kenagy of the Sales 
Research Bureau. 

Roger B. Hull gave the convention an inspir- 
ing picture of what the present day life under- 
writer is thinking about. His digest of opinion 
as expressed by leading underwriters from all 
over the country offered gave the sales executive 
many points well worth thoughtful considera- 
tion. For one thing he said the life underwriter 
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is wondering if there are not too many men 
being taken into the business, as shown by the 
high rate of personnel turnover; again that the 
business is in fact becoming professionalized ; 
that leading insurance men are keenly interested 
in the American College and that twisting is 
still recognized as a real evil to be eradicated. 
Dr. S. S. Huebner delivered an inspiring ad- 
dress on the aims and accomplishments of the 
C. L. U., which will be printed in a cowing issue 
of THe Spectator and the presentation of the 
plans for tieing up life insurance day in Na- 
tional Thrift Week as detailed by James A. 
McLain of the Guardian Life was a masterpiece 
of thoroughness and efficiency. Greetings to 
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the convention were brought from the American 
Life Convention by Judge Byron K. Elliott and 
S. T. Whatley, president of the National As- 
sociation of Life Underwriters, addressed the 
meeting on behalf of his organization. 

A. N. Mitchell, of the Canada Life, was 
elected chairman of the Life Agency Officers 
Association. Walter E. Webb, National Life, 
U. S. A., was elected vice-chairman. 

Frank L. Jones, of the Equitable Society, 
was made chairman of the Life Insurance Sales 
Research Bureau Executive Committee, and W. 
T. Grant, Business Men’s Assurance, was elected 
vice-chairman. New Committee members were 
elected as follows: Agency Officers—W. T. 
Shepard, Lincoln National Life; G. H. Chase, 
Prudential, and T. D. Blair, Pilot Life ;Bureau 
—Jerome Clark, Union Central Life; James A. 
McLain, Guardian Life, and T. C. Denny, Cen- 
tral Life of Iowa. 

Holdover members of the two committees are 
as follows: Agency Officers—C. I. D. Moore, 
Vice-Chairman, Pacific Mutual; Loriman P. 
Brigham, National of Vermont; L. J. Dough- 
erty, Guaranty; Stephen Ireland, State Mutual ; 
A. N. Mitchell Canada Life; Walter E. Webb, 
National of U. S. A. 

Research Bureau—H. H. Armstrong, The 
Travelers; W. Carlisle, Mutual of Canada; S. 
F. Clabaugh, Protective; W. T. Grant, Busi- 
ness Men’s; J. J. Harrison, Home of Arkan- 
sas; Frank L. Jones, Equitable Society. 
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Health is Wealth 


A MAN’S earning ability depends upon his 


health. Urge your clients to insure this 
priceless possession. 


THERE is no need for loss of income when 
laid up from accident or illness, for Common- 
wealth’s Sterling Income Policy will guarantee 
its continuance. 


A SOUND coverage correctly rated is easily 
sold. 


Commonwealth Casualty Co. 
(OLDEST PHILADELPHIA CASUALTY COMPANY) 


Philadelphia 
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“In This Way We Measure” 


LIFE INSURANCE COMPANY may well 

measure its success by the good it performs 
rather than by great size. Through eighty-six years 
THe Mutua Lire INsuRANCE CoMPANY OF NEW 
York, the “first American Company,” has measured 
its success by the scope, manner and degree of its 
service. In such a way it is measuring now as its 
service broadens. 


Issuance of contracts of all standard forms, sub- 
stantial dividends, income settlement provisions, 
Disability and Double Indemnity Benefits, and 
prompt payments and practices for convenience of 
members are embraced in its present service. 


It welcomes as field representatives those who 
know that success is according to the natural law 
of compensation—that the best comes to those who 
give out the best of themselves. 
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New York, N. Y. 
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We issue straight life, endowment, double 
indemnity and disability policies, thus af- 
fording protection for the whole family— 
children and adults—through our Industrial 
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to the Best Ideals of Life Insurance Service 
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The Diabetes Record for 1928 


Despite the Success of the Insulin Treatment, 
the. Mortality from This Dread Disease 


Is Persistently Mounting 


By Frederick L. Hoffman, LL.D. 


Consulting Statistician, The 


recent years challenges the attention of 

the medical profession and the public, 
for regardless of the benefits resulting from 
the insulin treatment, the mortality from dia- 
betes is persistently mounting. I give below a 
table of diabetes deaths in 22 States for which 
preliminary returns are available through the 
courtesy of the census office, showing both the 
number of deaths from diabetes and the rates 
per 100,000 of population. The mortality in 
these States has increased from 6093 to 6808 
deaths. In only three of the States was there 
a decline in the rate, while in nineteen there was 
an increase. 


fe alarming increase in diabetes during 


MORTALITY FROM DIABETES IN 22 STATES, 





1927-1928 
Rates Per 100,000 
Deaths Rates 
1927 1928 1927 1928 
DUDS 62 o.0in siete 22 28 4.9 5.9 
Colorado... cecccees 132 186 12.3 Iz .t 
Delaware. . 56 46 23.0 18.9 
UMIMEL 6 v6 6.56: 6:0.000 aces 28 26 9.2 8.3 
BOING 55. bein, <0 4, 010.167 49 51 9.2 9.3 
ERIN 65 couse ce) stave are 628 685 19.9 21.6 
MINN sis c ec cnceies 334 376 18.3 20.5 
[ee 169 197 21.3 24.8 
Massachusetts....... 864 926 20.4 21.6 
ee eee 469 526 17.5 19.3 
a 585 698 16.7 19.8 
er 71 97 eeae Sea's 
New Hampshire...... 138 127 30.3 27.9 
New Jersey.......... 852 895 22.7 23.4 
North Dakota....... 87 114 13.6 17.8 
Rhode Island........ 145 182 20.6 25.4 
South Carolina...... 148 174 8.0 9.3 
Tennessee........... 218 253 8.8 10,1 
Vermont. . 92 95 26.1 27.0 
WHERE one ccs cs na - 281 295 11.0 11.5 
West Virginia 162 189 9.6 11.0 
Wisconsin........... 563 642 19.5 21.7 


The foregoing disconcerting results are fully 
confirmed by my own tabulations of the deaths 
in leading cities. The table following gives the 
rates for 50 cities since 1912, showing an in- 
crease in the rate from 15.9 to 23.2 per 100,000 
in 1928. The rates for last year are the high- 
est on record. 


DIABETES IN 50 AMERICANCITIES, 1912-1928 


No. of Death Rate 
Year Cities Population Diabetes per 100,000 
LY re 50 21,244,714 3,373 15.9 
rl: See eee 50 21,740,522 3,513 16.2 
1914 Metsloraveaiciats 50 22,235,558 3,825 17.2 
ae 50 22,742,510 4,235 18.6 
Os 50 23,244,205 4,413 19.0 
Cl Seis 50 23,752,883 4,419 18.6 
LS a ee 50 24,233,579 4,140 17.1 
| ie 50 24,819,186 4,128 16.6 
| Teena 50 25,260,130 4,625 18.3 
bee 50 25,677,465 4,797 18.7 
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1922... 50 26,116,802 5,870 22.5 
1923.. 50 26,634,741 5,536 20.8 
Beas aie wa cise 50 27,382,292 5,127 18.7 
1 | Sere 50 28,053,988 5,487 19.6 
i Ree 50 28,609,464 6,182 21.6 
i Gane mererte 48 28,332,426 5,848 20. 

eee 49 29,646,401 6,880 23.2 


In addition I give the deaths from diabetes 
in 141 American cities for 1927 and 1928, based 
for the last year on a population of nearly 38,- 
000,000. (See table on next page.) 

It is shown by the table mentioned that the 
rate increased in 94 cities while it declined in 
47 others. The rate for the 141 cities increased 
from 19.4 to 22.1. 

The cities with the highest death rates for the 
year 1928, in alphabetical order, are as follows: 


DEATH RATES FROM DIABETES, 1927-1928 
(Rates per 100,000) 


1927 1928 
De TS os ed etands ae Via eetan 20.9 38.2 
CoN ROIS 6 oicie a.tn acecunoserence 38.5 34.2 
PIANO, DORR aac cco dntnccanaeseeanece 12.2 30.5 
UGE RUmwORE CONE os ics neces 40 ts tates 18.4 32.5 
pI EM acs chives norennesdedensa 25.0 32.8 
Slate Btls GN a aos ce aclnaenee dveeuewes 26.0 33.8 
SeROUR ss hk Bio ccieveacessaercecven 26.8 42.9 
SOR GROMER a6 63.20 sinc ce nnecuacesesten 36.1 32.7 
SIG Wik a oe cs enenGeancnicer ens 28.9 31.6 
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WieRE NOS cectwcccaccvececseveeeadwas 26.1 40.3 
WGN, Wa Veins s ccasecccutucanosees 19.6 39.1 
WORST Wisden occu cv ccaccsncuenuete r® 41.5 





*Not available. 


I also give a tabulation of deaths in six of 
the largest cities which in 1928 had a popula- 
tion of a million or more. In all these cities 
the rate increased from 0.6 per 100,000 in De- 
troit, to as much as 5.6 in Cleveland. 


MORTALITY FROM DIABETES IN SIX LARGE 
CITIES, 1927-1928 


(Rates Per 100,000) 
1927 1928 
Deaths Rates Deaths Rates Increase 
Chicago....... 699 22.5 806 23.5 1.6 
Cleveland..... 181 14.5 203 20.1 5.6 
Detrett....... 235 17.5 25 18.1 0.6 
Los Angeles... 183 13.3 223 14.9 1.6 
New York..... 1,461 24.5 1,663 27.6 3.1 
Philadelphia... 379 18.6 480 23.5 4.9 
3,098 3,625 


A detailed study of the tables reveals no par- 
ticular concentration of diabetes deaths in any 
section of the country. There are in fact some 
very curious contrasts, to some of which atten- 
tion may be called. The rate for Minneapolis 
was 24.1, while the rate for St. Paul was 13.4. 
The rate for San Diego was 35.9 and that for 
Los Angeles only 14.9. The rate for Sacra- 
mento was 19.8, while that for Fresno, Calif., 
was only 1.6. The rate for Rochester was 33.8; 
it was 42.9 for Schenectady, and 40.3 for Utica. 
The rate was 34.2 for Gloucester, Mass., and 
only 20.9 for Salem. And yet no really ex- 
tended study of the statistics of diabetes has 
been attempted. A vast amount of material is 
available in different clinics and the private 
practice of specialists which should be brought 
together for a better understanding of the facts 
of an alarming situation. 

I am able to add to the foregoing a brief 
table for nine American cities for 1928 for 
which the returns for 1927 were not available: 


DIABETES IN 9 AMERICAN CITIES, 1928 
Deaths 
From Death Rate 
Population Diabetes per 100,000 








Bridgeport, Conn...... 160,000 19 TP. 

Bi Path, TOR: 6c ccccecs 17,800 8 6.38 
Evansville, Ind........ 98,100 21 21.4 
Hamtramck, Mich. ,800 2 2.0 
Lansing, Mich.... aa 79,600 14 17.6 
Lexiagtom, ZY ....ccce- 48,700 12 24.6 
Lincoln, Nebr......... 71,100 6 8.4 
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nos tmany * em ahaels 329,400 63 19.1 
WOmkes, Di. Y ooccccces 121,300 54 44.5 


1,125,800 199 17.7 








Without unduly enlarging upon the inter- 
national aspects of the problem I give a few 
rates of frequency for different countries. In 
each case I have added to the rates the per 
capita sugar consumption of the country in ques- 
tion. The rates have been derived from the 
most recent international tabulations of the 
League of Nations: 


INTERNATIONAL MORTALITY STATISTICS OF 
DIABETES 
(Rates Per 100,000) 
Per Capita 
Sugar 
Rate Consumption 
8.1 kg. 


9 mt bd Oo O9 OER 


aysaeey 
HORMORO: 
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The foregoing data seem to confirm the 
viewpoint that an excess in sugar consumption 
is one of the direct contributory causes towards 
an excessive death rate from diabetes. Con- 
trasting Italy, with a death rate of 5.5 and a 
sugar consumption per capita of 8.1 kg., with 
the United States with a death rate of 17.3 and 
a per capita sugar consumption rate of 48.1, 
the contrast in any event is a startling one. 
The only exception to this is Holland for which 
the returns may possibly be defective. Infor- 
mation as regards sugar consumption has been 
derived from the Norwegian Statistical Year 
Book for 1927. According to the same source 
sugar consumption in the United States in- 
creased from 38.7 kg in 1923 to 48.1 in 1927. 
Unfortunately I have no recent per capita sugar 
consumption for other countries than those men- 
tioned and useful for the present purpose. But 
the conclusion seems to be sound that countries 
with a low per capita sugar consumption have 
low death rates from diabetes, and those with 
a high per capita sugar consumption have high 
diabetes death rates. In this country sugar 
consumption has reached enormous proportions. 
The amount of candy, chewing gum, and other 
sweets consumed, including ice cream, is in- 
credible. 

The need of better statistical*information for 
medical purposes becomes apparent on reading 
text books on medicine which essay upon sta- 
tistical aspects of the problem. Thus, for ex- 
ample, Dr. Russell L. Cecil, in the most recent 
issue of his Text Book of Medicine, states that 
the disease is comparatively uncommon among 
negroes. Reference to any recent report of the 
Division of Vital Statistics of the census office 
would set aside this conclusion as totally er- 
roneous. Thus, for example, in 1926 the ad- 
justed death rate for the registration area of 
1920 was 18.1 for the white population and 
12.7 for the colored. In other words, while it 
is less common among the negroes it is er- 
roneous to say that it is rare. In such a typical 
State as South Carolina, the white diabetes 
death rate is 10 per 100,000, while the negro 
rate is 8.1. In Tennessee the negro rate ac- 
tually exceeds the white rate having been 8.6 
for the whites and 9.2 for the colored. The 
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1928 
Deaths Rate 
From Per 
Population Diabetes 100,000 
240,000 26 10.8 
120,400 24 19.9 
99,400 38 38.2 
69,100 16 23.2 
255,100 35 13.7 
,700 11.0 
37,527 10 26.6 
56,700 14 24.7 
830,400 229 27.6 
95,300 15 15.7 
67,600 7 10.4 
71,000 19 26.8 
74,800 15 20.1 
222,400 3 17.1 
799,200 76 22.0 
65,343* 13.8 
555,800 97 17.5 
125,800 30 23.8 
135,400 34 25.1 
116,800 12 10.3 
75,900 13 7.1 
49,800 10 20.1 
3,157,400 806 25.5 
»700 106 25.6 
1,010,300 203 20.1 
,000 84 28.1 
22,753 5 22.0 
59,000 9 15.3 
217,800 34 15.6 
67,520 13 19.3 
184,500 38 20.6 
294,200 67 22.8 
151,900 38 25.0 
1,378,900 250 18.1 
116,800 18 15.4 
,000 12 16.2 
117,000 17 14.5 
142,000 20 14.1 
134,300 28 20.8 
148,800 23 15.5 
105,300 29 27.5 
170,600 18 10.6 
,000 1 1.6 
164,200 40 24.4 
23,375* 8 34.2 
,900 22 25.3 
172,300 32 18.8 
49,232* 15 30.5 
400 6.9 
275,000 40 14.5 
382,100 67 17.5 
3,700 13 20.4 
140,700 12 8.5 
324,700 76 23.4 
73,700 9 12.2 
56,400 11 19.5 
118,300 35 29.6 
391,000 93 «23.8 
105,400 18 bir ae | 
5,000 4 6.2 
93,527* 9 9.6 
79,200 21 26.5 
156,000 9 5.8 
,500,000 223 14.9 
110,296* 21 19.0 
105,500 21 19.9 
50,400 10 19.8 
61,200 13.1 
53,400 7 13.1 
85,700 19 22.2 
20,361 2 9.8 
190,200 39 20.5 
156,700 11 7.0 
544,200 129 23.7 
455,990 110 24.1 
89,600 13 18.7 
139,600 25 17.9 
473,600 91 19.2 
119,539* 25 20.9 
72,800 8 11.0 
187,900 61 32.5 
429,400 108 =. 25.2 
57,300 14 24.4 
2,000 7 21.9 
6,017,500 1,663 27.6 
300 19.0 
184,200 12 6.5 
274,100 57 20.8 
160,000 14 8.8 
36,500 4 11.0 
62,100 18 29.0 
144,900 Bt 23.5 
73,100 17 23.3 
,800 7.9 
2,064,200 486 23.5 
800 155 23.0 
,000 11 22.0 
78,600 21 26.7 
354,600 70 19.7 
61,600 5 Si 
286,300 73 25.5 
,200 6 13.6 
39,800 5 12.6 
67,600 17 25.1 
74,400 10 13.4 
115,400 33 28.6 
194,400 35 18.0 
328,200 111 33.8 
2,800 21 25.4 
64,600 8 12.4 
75,700 15 19.8 
848,100 178 21.0 
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DEATHS FROM DIABETES IN 141 AMER:iCAN CITIES 
1927 


rom Per 
Population Diabetes 100,000 


St .Paul, Minn 
Salem, Mass 

Salt Lake tag 
San Antonio, Tex 
San Diego, Calif 
San Francisco, Calif 
Savannah, Ga 
Schenectady, N. Y 
Seattle, Wash 
Shreveport, La... 
Somerville, Mass. . 
Spokane, Wash... 
Springfield, Ill. ... 
Springfield, Mass 
Springfield, Ohio 
Syracuse, N. Y. 
Tacoma, Wash 
Tampa, Fia 

RHEE MUM WON 9.6-8:6.h:6inie e aisi0 se60:'9% 
Toledo, Ohio 
Topeka, Kan 


Washington, D. C 

Wheeling, Va 

URN RIDIN i655 6-0 oc iebe Wc ius i DM BIER ELD 
Winston-Salem, N. C 

Worcester, Mass 

Youngstown, Ohio 


36,938,076 


*U. S. Census Fstimates 1925. ** Jan., 1920. 

same authority makes the statement that “Men 
are on the whole more subject to the disease 
than women.” This also is grotesquely er- 
roneous. In 1926, for example, the adjusted 
male diabetes death rate was 14.1 against a rate 
of 20.9 for women. To make this matter en- 
tirely clear, however, I give below a table of 
death rates by sex for 1920 and 1926 showing 
the changes by divisional periods of life that 
have taken place in the meantime: 


MORTALITY FROM DIABETES BY SEX, U. S. 
REGISTRATION AREA, 1920 and 1926 
(Rate Per 100,000) 
Excess or 
Deficiency 
in Female 
Rate 1920 


Female Rate 
1920 1926 


Male Rate 
1920 1926 


65—74.... 

75 & over. 1 

All Ages*.. 
*Adjusted. 
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Much might be said as to complicating factors 
which bear upon the mortality from diabetes. 
Dr. Cecil mentions only syphilis, tuberculosis, 
gout and diseases of the liver, also hyperthy- 
roidism and disturbances of the pituitary func- 
tion, but there are others of greater outstanding 
importance. Thus, according to the census re- 
port for 1925, 17,385 death from diabetes in- 
volved 10,960 secondary complications. Of 
these the most important were diseases of the 
heart, 1693 deaths, chronic nephritis 813, gan- 
grene 770, cerebral apoplexy 756. Of syphilis 
complications, not a single one was recorded as 
a secondary cause of death. 

During the War, 618 cases of diabetes came 
to the attention of army surgeons, equivalent to 
a rate of 0.17 per 1000 exposed to risk. There 
were 93 deaths or a rate of 0.03 per 1000, equiv- 
alent to a fatality rate of 15.4 per cent. The 
amount of days lost on account of the disease 
is given as 39.062, or an average of 62 days to 
a case of sickness. 

The economic aspects of diabetes are sug- 
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1928 
Deaths Rate 
From Per 
Diabetes 100,000 


Deaths Rate 


Population 
358, 162 
3,000 


138,000 


250, 100 


78,000 
101,600 
109, 103 

66,400 
147,400 

71,600 
197,000 
107,200 
107,800 

72,700 
305,400 

61,900 
136,700 


° e e e Py . ° Ps ° e . ° e . & o 
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174,200 
37,830,743 


169,400 


gestive of very substantial financial burdens 
upon the American population. Estimating the 
diabetes mortality in the United States at 20,- 
000, the case incidence obviously reaches very 
substantial proportions. The continuous use of 
the insulin treatment is necessary to prolong life 
and yet the best authorities are agreed that its 
results have been far from what was antici- 
pated. The increase in diabetes motarilty is sum- 
marized in the following significant paragraphs 
by an outstanding firm manufacturing insulin: 
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1. Failure to use Insulin. In 1800 fatal 
cases Insulin was employed in only 881—Iess 
than 49 per cent. (Statistical Bulletin, Metro- 
politan Life Insurance Co., December, 1 

2. Too late use of Insulin. Over 54 per cent 
of those given Insulin treatment receive it for 
the first time within a month of death. 

3. Erroneous conception of Insulin. Insulin 
is not a cure for diabetes; it is intended to sup- 
plement a substance normally secreted in the 


body. 
4. Over-reliance upon Insulin. Under In- 


sulin treatment, many patients respond so fa- 
vorably and promptly that they are led to have 
a false sense of security. They become careless 
in their diet or stop using Insulin, or both. 

As regard predisposition to diabetes exces- 
sive body weight is generally looked upon as a 
significant diagnostic symptom but no adequate 
data have been published that would justify en- 
tirely definite conclusions. I have some in- 
formation for 46 male diabetic patients in San 
Francisco based on inquiries made by patients 
in connection with my cancer studies in that 
section, giving the following results. The av- 
erage age was 59.6 years; average normal 
weight 166.7 pounds; average present weight 
149.3 pounds. This compares with an average 
normal body weight of 162.3 pounds for some 
558 male medical cases, all typical chronic dis- 
eases of middle life, and normal present weight 
of 148.2 pounds. I also have corresponding in- 
formation for 50 female diabetic patients show- 
ing an average normal body weight of 160.5 
pounds and an average present weight of 146.2 
pounds. The average normal body weight of 
chronic female patients was 154.4 pounds, while 
the average present weight is 139.5 pounds. 





Eighth Year of Life Insurance 
Training Course 


Seventeen Companies and Many 
States Are Represented in Class 
The New York University Life insurance 

training course started its eighth year on Oc- 

tober 7 with a record enrollment of eighty- 
five students. This is the 22nd class of the 
training course established in 1921 under the 
leadership of Griffin M. Lovelace, now vice- 
president of the New York Life Insurance Co. 

The school is under the direction of James 

Elton Bragg. Seventeen companies are rep- 

resented in the class with agents from New 

York, New Jersey, Georgia, Massachusetts, 

Indiana, Nebraska, and Pennsylvania. The 

birthplaces of some of the students represent 

8 nations: United States, England, Canada, 

Sweden, Italy, Persia, Poland and Russia. 

In the present class, there are a number of 
interesting insurance people. There is Louis 
F. Guberman, who took the course seven years 
ago. Since that time he has established a re- 
markable record both as to volume and con- 
secutive weekly production. He produced for 
four and one half years without missing a 
single week and feels that a review of the 
course will not only help him to use his know- 
ledge more effectively, but will also stimulate 
him to achieve bigger things. Mirza Mah- 
moud Khan Saghaphi, Persian nobleman, dip- 


lomat and author of “In the Imperial Shadow,” 
published by Doubleday Doran, is also a mem- 
ber of the class, as well as Raymond J. Barbuti, 
star athlete and hero of the United States 
Olympic team. James O. Kavanagh, son of 
Vice-President Kavanagh of the Metropolitan 
Life is another. 

This is Mr. Bragg’s first year as director of 
the school. In addition to those on the faculty, 
e.g., Ralph G. Engelsman, who teaches prac- 
tical selling, Leon Gilbert Simon, who has 
charge of business insurance, and Horace Wil 
son, who teaches psychology, Mr. Bragg has 
the active co-operation of Mr. E. J. Sisley and 
his underwriters’ educational committee. 


Western and Southern Notes 

A new office has been opened at Springfield, 
Illinois, by the Western and Southern Life In- 
surance Company and has been placed in charge 
of J. N. Hartnett, formerly of Peoria. 

The guest speakers at the recent Columbus 
convention of Ohio districts were Charles S. 
Younger, insurance commissioner of the State 
of Ohio, and A. I. Vorys, former insurance 
commissioner. 

Buildings adjoining the home office are now 
being demolished to make room for the new 
fourteen story office building to be completely 
occupied by the company’s 500 home office em- 
ployees. 
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The Prudential Conveys the Advertising 
Message in Verse 


The Appealing Poems of Frank J. Price, Jr., Have 
Made This Company's Institutional Adver- 


The verses printed below have been selected 
from a group of poems displayed in the adver- 
tising exhibit of the Prudential Insurance Com- 
pany of America, Newark, at the Insurance Ad- 
vertising Conference at Cleveland. The Pru- 
dential was awarded the Holcomb Trophy for 
the third time, thereby gaining permanent pos- 
session, for the best co-ordinated campaign dur- 
ing the preceding twelve months. Frank J. 
Price, Jr., associate manager of the Prudential’s 
advertising department, is the author of the 
poems. 

The poems were first published in advertise- 
ments which the Prudential inserted in various 
programs for civic and charitable enterprises. 
That the thought and sentiment which the com- 
pany wishes to convey in its advertisements can 
best be expressed in verse is clearly shown when 
the poetry is of this calibre, and for this reason 
the Prudential has continued this style of ad- 
vertising which was inaugurated by the author 


tising Timely and Appropriate 


of the poems about three years ago. It has 
always been the policy of the Prudential to 
conduct educational and unselfish advertising 
campigns. This policy is based on the sound 
thought that by influencing the general public 
and keeping it in the right frame of mind to- 
ward life insurance, the Prudential will receive 
its share of the business through the natural or- 
der of things. 

Mr. Price’s verses for hospital and sanitarium 
entertainment programs, in which he pays glow- 
ing tribute to the blind inmates and crippled 
patients, are by no means a matter of charity or 
chance advertising. He says that although these 
patients cannot be insured, the thousands who 
are interested in them—their families and 
friends—are potential prospects for life insur- 
ance, and there is, perhaps, no better way of 
reaching them. 

Of the poems reprinted below, “To the Blind” 
first appeared in the New Jersey Blind Men’s 


















Frank J. Price, Jr. 


Club Year Book; “Masterpieces” in a program 
distributed at a benefit performance for the 
crippled children of the Orthopedic Hospital, 
and ‘Fighting Men” in a program for an enter- 
tainment given by a War Veteran’s organiza- 
tion. 





TO THE BLIND 


Though solitude of everlasting night enwraps the 


templed hearts of you who plod 
With eyes unseeing, you diffuse a light from smiles 
implanted by a gracious God. 


And men who bend beneath a trifling care, inspired 
_by your fortitude in pain, 

Take courage and aspire to do and dare, and 
struggle back to scale the heights again. 


FIGHTING MEN 


There's a Legion of fighters courageous, 
On watch at a turn in the lane 

That trails back to turmoil and chaos 
And forward to surcease from pain. 


They are wounded and broken, these valorous men, 
Pleading their hope to be happy again; 

Calling their comrades to sponsor the fight ; 
Urging their buddies to safeguard their right. 

Counting the years of their youth gliding past, 
Hopeful and valiant and game to the last. 


Shall this Phalanx of stalwarts ask vainly 
For that which their brothers can give— 
For loyalty, simple affection 
And the right to be happy, and live? 
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Could you but know your service to the race, as 
bravely through the Lane of Life you go, 

Then would you rest exalted in your place and 
contemplate the blessings you bestow. 


MASTER PIECES 


A master’s brush portrays a face, a sculptor carves a 
statue rare; 

A peasant deft crochets fine lace, a genius writes, a 
soul to bare. 


And these are hailed as works sublime 
By men of every walk and clime; 

And wealth is spent and wars are fought 
To win the treasures such have wrought. 


But those who help a crippled child to make life’s 
journey undismayed, 

And wage his great fight, undefiled, are by a finer 
impulse swayed. 


Their masterpiece a human heart, 
Not buyable in any mart, 

Their fight is for a worthy goal— 
The salvage of a noble soul, 
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Facts About Magazine Advertising 


Some Pertinent Observations Based on the Experience 





of One Life Company Using This 


Form of Publicity 
By C. T. Stevens 


Advertising Manager, Phoenix Mutual Life Insurance Co. 


the famous school-boy question, “Is a zebra 

a white animal with black stripes, or a 
black animal with white stripes?” But I think 
it is safe to assume that any discussion of the 
subject would be very 
profitable. 


I HAVE never learned the proper answer to 


Not only because of 
the limitation of time 
but for other reasons 
as well, I also believe 
that any attempt here 
to make comparisons 





between the relative 

‘ merits of various 
Awakening Interest jo-ms of advertis- 
ing would be equally unprofitable. Instead, 


I merely hope to bring out of our experience a 
few facts about magazine advertising which may 
be of interest to you, but not, in any sense, with 
a view to making out a case for magazine ad- 
vertising as opposed to all other forms. 

Back of our present magazine advertising 
campaign are five major purposes. The first 
and most important is to register with the pub- 
lic in the shortest possible time, the name, sta- 
bility and services of our company. The second 
is to assist our sales organization by helping to 
break down sales resistance prior to our sales- 
man’s call. The third to support our salesmen 
by seeking to sustain the awakened interest of 
prospects during the interval between interviews. 
The fourth is to build up the confidence and 
sustain the interest of our present policyholders, 
and the fifth is secure direct sales. 

Of these five purposes, the first four are be- 
ing fulfilled by a mass attack on public interest. 
Through magazines, an effective local campaign 
is being conducted simultaneously in practically 
every city, town and village in the United 
States. 

For example, in the course of our campaign, 
approximately 45,000,000 printed messages about 
our company will be distributed this year to the 
public. This is an average of about 130,000 
messages each day. And it is interesting to 
note, although it has no great significance—that 
if we were to attempt 
to do this by mailing 
reprints at even so 
low a cost as lc per 









: mailing, the postage 
bill alone would 
amount to $450,000 


which is many times 
more than the amount 


Sustaining Interest which our sales or- 
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ganization is investing each year in magazine 
advertising. 

Now it is almost self-evident that, to be ef- 
fective, any kind of advertising must be pre- 
sented at a time when the reader is in a recep- 
tive mood and has time to read and digest your 
message. It seems almost as evident that maga- 
zine advertising is ideally suited to meet this 
test. When a man buys or subscribes to a mag- 
azine, he wants to read it. And when he settles 
down to enjoy it, he can hardly be in anything 
but a receptive mood. He has time, too, to read 
and digest our message for men rarely read 
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Service for the Agent 


magazines except when they can give them un- 
hurried attention. 

But there are other characteristics of magazine 
advertising which also ought to be considered. 
It is obvious that the advertisements always ap- 
pear to good advantage since both paper and 
printing are of excellent quality. High visi- 
bility can also be increased through the use of 
double-page spreads, full pages, or two-thirds 
page space, to say nothing of the use of color. 

The most important characteristic from the 
viewpoint of the advertiser is the long life of 
magazine advertising. The longer a message 
is exposed the greater are the chances of its 
being seen—not only by the original purchaser 
but by members of his family or friends. 

In our experience, this valuable characteristic 
of long life has been fully demonstrated. When 
large weekly magazines are used only 40 per 
cent of the inquiries are received by us during 
the first full week. About 25 per cent follow 
during the second week, 10 per cent during the 
third, and 7 per cent the fourth. The remaining 
10 per cent are received during periods ranging 
from 6 months to a year, and even longer, de- 


pending upon the particular publication used. 
Monthly magazines emphasize this advantage 
even more, although it is only fair to say that 
it would be erroneous to assume that this es- 
tablished them as magazines to be preferred 
over weeklies. Only 
10 per cent of the in- 
quiries from monthly 
magazines are re- 
ceived during the first 
week after publica- 
tion. In fact, 83 per 
cent of the inquiries 
are spread over a 
period of four months 
and, since the remain- 
ing 17 per cent flow 
in over periods rang- 
ing from one year to about twenty months, it 
is obvious that somewhere, somehow a consid- 
erable portion of our advertising is still exposed 
to persons likely to be interested in our service. 
When it comes to the fifth purpose of our 
campaign—the securing of direct sales—the 
above characteristics of magazine advertising 
are especially valuable but it is also necessary 
to give consideration to the form and style of 
the copy used. Readers of magazines may be 
classified in two groups; casual readers and 
careful readers, and the problem is to find the 
type of copy that will appeal to them most. 


We reasoned that if were to use brief, force- 
ful copy, we would satisfy the casual reader 
but only casually interest the careful reader. 
Therefore, we decided to use long copy present- 
ing a complete and convincing appeal designed 
to stir the careful reader into action. But we 
have also sought to satisfy the casual reader by 
so arranging our captions and sub-captions that 
the usual reader will also get a complete thought 
and a favorable impression of the company. 

Another reason why we favor long copy is 
that each advertisement has a definite job to ac- 
complish. It must sell the reader the idea of 
cutting out the coupon and mailing it to our 
home office. That takes considerable persuasion 
and persuasion requires plenty of words and 
space. Suppose, for 
example, you were to 
limit your salesmen to 
a two-minute sales 
presentation in every 
case. Wouldn't it 
make them less effec- 
tve? Isn’t this also 
true of an advertise- 
ment? 

(Cont. on page 25) 
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Confidence 





Direct Sales 

















An Insurance Office 
That Inspires Confidence 


When your customers step into an Art Metal 
equipped office, there is a substantial appearance 
that inspires confidence, yet an atmosphere that 
leaves an impression of warmth and friendliness. 


Old Customers know your busi- 
ness by reputation but strangers 
—prospective customers, per- 
haps the backbone of your busi- 
ness of tomorrow, are guided 
by appearances. 

That is why so many insurance 
businesses have turned to plan- 
ned Art Metal. Every piece of 
Art Metal Steel Office Furniture 
is designed by engineers who 
know modern business needs 
and practice. They have had 
forty years of experience in plan- 
ning and building to fill these 
needs perfectly. 

Small wonder that hundreds of 
firms standardize on the prac- 


tical beauty of Art Metal. Their 
offices operate smoothly. Their 
daily work is swiftly done. And 
their equipment costs are held 
to a minimum. 

For Art Metal is a sound invest- 
ment. The first cost is mod- 
erate. Replacement costs van- 
ish, since steel does not splinter, 
break or warp. Art Metal is and 
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remains fire-resisting, dust- 
proof, sanitary, with smoothly 
working drawers and rigid 
frames. Nor will the special 
enamel finishes in natural wood 
grains and rich olive green lose 
their freshness, even after years 
of service. 

Let us send you our new booklet, 
‘Office Standards,’’ containing 
valuable information on office 
layouts, along with any of the 
catalogs numbered below. Please 
write, mentioning the ones you 
wish 

1. Desks; 2. Steel Shelving; 3. Hori- 
zontal Sectional Files; 4. Plan Files; 
5. Fire Safes; 6. Upright File Units; 
7. Counter Files; 8. Post-Index Visible 
Files. 

THE ART METAL CONSTRUCTION 


COMPANY 
JAMESTOWN, NEW YORK 


Art Metal 














STEEL OFFICE EQUIPMENT, SAFES AND FILES | 
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Magazine Advertising 
(Concluded from page 23) 

Lastly let us consider the type of prospect 
our magazine advertising is developing. Is he 
worthwhile? Bearing in mind that he is im- 
portant because he is typical of those we are 
reaching with our messages, it was with no lit- 
tle gratification that we found the following 
facts from reports by our salesmen upon per- 
sonal interviews: 

They informed us that 86 per cent of the re- 
plies come from men and only 14 per cent from 
women. They rated 5 per cent as “excellent” 
prospects, and 14 per cent as “very good.” This 
means that approximately one out of every five 
are rated “very good” or “excellent.” 

Of the remainder, 22 per cent were classified 
as “ordinary” and 59 per cent as “poor or no 
good.” This, however, is probably too high 
since we included with the latter, all cases upon 
which no report at all was made—a group which 


amounts to about 20 per cent of the total. 

In the income brackets, our salesmen rated 
the magazine prospects as follows: 

Eight per cent with incomes above $5000, 18 
per cent with incomes above $4000, 34 per cent 
with incomes above $3000, and only 30 per cent 
with incomes below $2000. 

These figures are based on returns from seven 
different magazines and the variations from the 
previous classifications may be explained by 
differences in opinion as to what constitutes a 
good prospect and to factors other than income 
which may have influenced the judgment of the 
agent. 

More important, however, are certain facts 
obtained by our research department through 
a study of their actual applications for insur- 
ance. Obviously such information was more 
definite and more reliable. 

In that way, we found that the average sale 
resulting from magazine advertising is larger 
than the average sale from any other source ex- 
cept present policyholders. It is 7 per cent 
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larger than the average of sales resulting from 
direct-mail advertising and 22 per cent larger 
than from straight canvass. 

Seeking to determine a reason for this, fur- 
ther study revealed the fact that when a maga- 
zine advertising prospect buys his first policy 
from us, he is carrying on the average: (a) 14 
per cent less life insurance than the average 
straight canvass prospect, (b) 40 per cent less 
life insurance than the average direct-mail pros- 
pect, (c) 50 per cent less life insurance than the 
average of all other sources combined. 

Furthermore we found that, after his first 
purchase, his total insurance holdings is still 30 
per cent less than the average of all policyhold- 
ers of the company. , 

In other words, this brings us to the conclu- 
sion that magazine advertising is producing 
prospects who (a) can afford to buy insurance; 
(b) have a need for it; (c) have not been ap- 
proached by life insurance salesmen; and (d) 
who, when sold, become preferred prospects for 
additional sales in the future. 





A Valuable New Edition 


Compendium of Official Life 
Insurance Reports Ready 
for Distribution 


—_——— 


Valuable Information Presented 





Three Hundred and Thirty-One 
Statements in Detail Given 
in the Records for 1929 





The forty-first annual edition of the Com- 
pendium of Official Life Insurance Reports for 
1929 has been issued by The Spectator Com- 
pany. This work is a complete pocket com- 
pendium of the various State insurance 
department reports, and contains an extended 
series of all of the active companies of the 
United States for the year ending December 
31, 1928. The book contains the full official 
titles of all of the old-line legal reserve United 
States life insurance companies, with data in- 
cluding their location, principal officers, date of 
incorporation and date of commencing business. 
Industrial insurance and group insurance are 
exhibited in separate tables, and show therein 
all of the leading items from the policy exhibit. 
A classification of bonds and stocks and mort- 
gage bonds lends itself to a ready analysis 
of the-companies’ official resources. The re- 
sults of all the companies from their date 
of organization are carefully prepared and ex- 
hibited in a concise manner for comparative 
purposes. A section of the book is devoted to 
a comprehensive series of ratios totaling over 
7,500. Other tables show the business of 1928, 
the companies being arranged in the order of 
their home State, premium receipts since or- 
ganization and a table of rank. The table of 
aggregate shows that the total new premiums 
were over $378,000,000, and the total renewals 
over $2,600,000,000. More than $705,000,000 was 
paid beneficiaries in death claims. Insurance 
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written in 1928 amounted to more than $18,- 
600,000,000 and insurance outstanding aggre- 
gated more than $97,000,000,000. 

The Compendium of Official Life Insurance 
Reports is compiled and published annually, 
prior to the issuance of a majority of Insur- 
ance Department reports, and it contains all 
the various details given in the financial state- 
ment of 331 regular old-line legal reserve life 
insurance companies as presented in the dif- 
ferent reports. It was designed and is printed 
for pocket use, so as to enable a life agent to 
easily carry an official report of the condition 
of the companies in his pocket to use when 
occasion requires. Agents who have heretofore 
had recourse to bulky or incomplete State 
documents should not fail to get a copy of this 
work, for in it are contained in a concise and 
comprehensive manner all the statistical details 
of all legal reserve life insurance companies’ 
financial statements. The price of this important 
document is $5 per copy. 


Mississippi Companies Must Adapt 
Standard Provisions 

Jacxson, Miss., Oct. 31.—Mississippi will be 
one of the first States to make mandatory the 
new standard disability clause, adopted by the 
National Convention of Insurance Commission- 
ers a few weeks ago, when that organization 
met in Toronto. Ben S. Lowry, Insurance 
Commissioner, has notified all companies licensed 
in that state that the standard clause will have 
to be used in their policies on and after April 
1, 1930. Mr. Lowry is heartily in favor of the 
standard clause. y 


Ives & Myrick 

The Paid-for Business for Jones & Myrick, 
one office of the company for the month of Oc- 
tober. 1929, was $3,149,150, as compared with 
$3,343,000 for 1928. 

For the year the total Paid-for Business 
amounted to $40,473,957 as compared with $36,- 
757,727 in 1928. 


The Life Insurance Law Chart, 
1929 Edition Issued 

The 1929 edition of that most useful publication 
the Life Insurance Law Chart, has been pub- 
lished by The Spectator Company, this being 
the twenty-second annual edition of this service- 
able wall chart. It shows at a glance the 
statutory requirements in each State and terri- 
tory of the United States, and also in Canada, 
concerning life insurance companies of other 
States. It gives the requirements as to taxa- 
tion, agents, policy forms, examinations, valu- 
ations, publication, etc., and renders a most 
valuable service to life insurance companies, 
which use it as a checking list to verify their 
compliance with each and every legal require- 
ment in each of the States in which the com- 
pany is licensed. Such use of this chart may 
readily save a company from incurring legal 
penalties. 

Special subjects covered by the Chart are 
shown by the column headings as follows: 
Annual fees—company license—total other fees; 
expiration company license; fees for agents; 
non-forfeiture; policy form or provisions; 
surplus distribution periods; anti-discrimina- 
tion; statements, final date for filing—annual 
and tax; legal publications—number of times 
and number of papers; State tax and final date 
for payment—premium, any other; local tax- 
ation; regulations governing advertisements; 
bond to State agent or company; warranty 
defined; miscellaneous provisions. ‘There are 
also concise explanatory footnotes. The price 
per copy of this exceptionally valuable chart 
is $4, with a discount of 20 per cent on orders 
of 100 copies or more. 


Correction 
In the October 24 issue of THE SPEcTATor, 
the president of the Penn Franklin Corpora- 
tion of Philadelphia was given by mistake as 
H. P. Franklin. It should have been H. G. 
Kunkel. 4 
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80 John Street, New York 


| 
| STATEMENT JANUARY 1, 1929 | 
| Premium Reserve - - - - - - $ 984,726.38 
| Reserve for Unpaid Losses  - - - - 180,739.23 .- 
MiGierighies i. - « « « 60,000.00 . 

NET SURPLUS - - - - ~~ 1,002,131.75 | 

| TOTALASSETS - - - - -_ - $ 2,227,597.36 } 
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| Sumner Ballard . 
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Wealth of United States 
Goes Traveling 





Registered Mail Reflects Large 
Currency and Security 
Shipments 





36% Increase Over 1928 





Insurance Rate per $100,000 by Rail- 
way $5 and by Airplane $10 Within 
Thousand-Mile Radius 





The record dealings in securities throughout 
the United States, and the unusual participa- 
tion of out-of-town banks in the call loan 
market, have resulted in a marked increase in 
the total stocks and currency shipped by in- 
sured registered mail, it is stated by Vincent 
L. Gallagher, secretary of the Continental 
Insurance Company. 

Based on the business done thus far in 1929 
by Continental, Fidelity-Phenix, Fidelity and 
Casualty and others of the “America Fore” 
group, together with a number of companies 
with which they are associated in registered 
mail insurance, it is estimated by Mr. Gallagher 
that the total value of currency and securities 
shipped throughout the country during the full 
years, will approximate $45,000,000,000 as 
against about $33,000,000,000 in 1928. This 
represents a gain of 36 per cent for the current 
year. 

“The bulk of the shipments are made by 
New York city brokerage houses and banks 
to customers and correspondents in all parts 
of the United States and in foreign countries, 
as well,” said Mr. Gallagher. “The reason 
for the increased amounts of insured packages 
is found in the greatly enlarged total of stock 
transactions on the New York Stock Exchange 
and on the Curb and the higher values involved. 
On a recent date, for example, the number of 
shares dealt in on the ‘Big Board’ since the 
beginning of the year showed a gain of 36 per 
cent for the period as compared with the same 
portion of 1928, while the Curb market revealed 
an increase for the corresponding period, of 
153 per cent. Dealing in bonds on the New 
York Stock Exchange, on the other hand, fell 
off about 7 per cent. 
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Canada May Limit Common 
Stock Investments 





Important Amendments to Federal 
Insurance Act Before Next 
Session of Parliament 

Ortrawa, Canapa, Nov. 5.—Amendments to 
the Insurance Act are being projected for the 
next session of Parliament and one of them 
relates to the investments of insurance com- 
panies in common stocks. The recent slump in 
the stock market has nothing to do with the 
proposed amendments. The proposal is to limit 
the investment of the companies in such stocks 
in proportion to their assets. 

Conferences have taken place between the 
superintendent of insurance for the Dominion 
and the executives of the insurance companies 
but whether or not any amendments will be 
made will be a matter for subsequent determin- 
ation. 

One thing which has been disclosed is that 
while the companies hold a large amount of 
common stock it is all valued nominally and 
even below the levels to which the market in 
the last few days has slumped. 

As soon as permanent certificates, to be 
exchanged for present temporary certificates, 
are received by the transfer agent trading of 
class A stock of the Insuranshares Corpora- 
tion of Delaware will begin on the New York 
Stock Exchange. 








“The advance in the amount of insured values 
of securities and currency shipped is well below 
the increases in the sale of stocks due in part, 
no doubt, to the fact that the larger portion 
of the business is confined to New York city 
where messenger deliveries are made from bank 
to bank and from broker to broker. 

“We note an increasing use of the airplane, 
in order to save time and interest, although 
the major part of the security and currency 
shipments still travel by railway mail.” 

It was stated by Mr. Gallagher that the 
cost of insuring $100,000 worth of securities 
forwarded by registered mail to a destination 
within a thousand miles of the starting point, 
is $5 by railroad, as against $10 by airplane, 
owing to the greater likelihood of loss in case 
the latter method of carriage is employed. 
The charge varies according to the distance. 


Texas Companies May Not 
Fix Agents Compensation 


Anti-Trust Statutes Obstructs 
Potomac Fire from Making 
Such Agreements 


Important Decision 





Companies Had Agreed to Maximum 
Commission of 20 Per Cent in 
Order to Stablize Situation 





Austin, Tex., Nov. 3.—In refusing to grant 
a writ of error in the case of the Potomac Fire 
Insurance Company et al. vs. the State of 
Texas from Travis county, the Supreme Court 
of Texas sustained the decision of the District 
Court of Travis county and the Third Court of 
Civil Appeals, both of which had held that the 
anti-trust statutes of Texas forbid insurance 
companies from making agreements fixing the 
amount of compensation they pay agents. 


In the case at issue an injunction had been 
granted by the district court restraining the 
Potomac Fire Insurance Company and others, 
parties to the suit, from carrying out an agree- 
ment not to pay their agents in excess of 20 
per cent of premiums and not to do business 
through any agent who accepts more than 20 
per cent commission. 


In the agreement, which is thus held by all 
three courts as violative of the Texas statutes, 
it was recited that certain insurance companies 
were bribing or tempting their agents by pay- 
ing them excessive commissions, which tended 
to increase the cost of insurance and raise the 
schedule of premiums to be paid by the public, 
the effect of which would be to crush out com- 
petition eventually, whereas the agreement 
would secure reasonable rates. Allegations were 
made that such practices on the part of the 
insurance companies are unfair and that as a 
result irresponsible persons would be permit- 
ted to run over the State soliciting insurance 
without any responsibilities to the companies or 
to the assured. 

On the trial of the case it was admitted that 
the agreeing companies expected the other in- 
surance companies ultimately to become parties 
to the agreement fixing the commission maxi- 
mum to all agents. 


Fire Insurance 
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which many seek and some find. 


Al 


P. F. & M.’s reputation for fair 


dealing makes new business easier 


and renewals a matter of course. 


PHILADELPHIA 
FIRE and MARINE 
INSURANCE COMPANY 


HEAD OFFICE 
1600 Arch Street, Philadelphia 
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Maid Returns Missing 
Necklace 


Valuable Necklace disappeared from home. Assured in- 
sisted Servants all above suspicion, but permitted Adjuster 
to question them, admonishing him against making accusa- 
tions. After questioning supposedly honest maid for more 
than three hours, she returned necklace to adjuster. 


JEWELRY INSURED AGAINST “ALL RISKS” THROUGH 


A. F. SHAW & CO.,, Inc. 


Insurance Exchange 75 Maiden Lane 
Chicago, III. New York City 


General Agents—‘“All Risks” Department 
Saint Paul Fire & Marine Insurance Co. 
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FIRE RE-INSURANCE 


COMME TEETER 


Treaty and Facultative 


SUATNETT UAT ETAA ETON TTT 


Re-Insurance Corporation 
of -America 
60 John Street, New York, N. Y. 


HORACE R.WEMPLE President 


TOTAL ASSETS $2,154,292.71 


‘SUTTAERAAU MEST ATTR 


DIVISION OFFICES 


Western Department 


172 W. Jackson Boulevard 
Chicago, Illinois 





Pacific Coast Department 


114 Sansome Street 
San Francisco, California 









































THE 


. Alama 


Broadway at 7Ist Street, N. Y. 


Endicott 5000 


A pleasant, modern, home away from home. 
Accessible to every point in the metropolitan area 
by express subway at our door. 


Finest Food and Cuisine 
All Rooms with Tub and Shower 
$3.50 Single—$5.00 Double, Up 


Wire Collect for Reservation 


Direction 


JULIUS KELLER 


Of Famous Canoe Place Inn 
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Texans Discuss Automobile 
Insurance Problems 


Commissioners Hear Com- 
panies’ Views on Changing 
and Regulations 





Revision of Manual Likely 





Fleet Rates Prominent Topic at Con- 
ference Which Will Be Continued 
by Mail for Several Weeks 





AusTIN, TEx., Nov. 3.—Representatives of 
practically all the insurance companies that 
write automobile fire and casualty insurance in 
Texas, some seventy-five in number, attended 
a conference with the Board of Insurance Com- 
missioners in Austin, at which the entire sub- 
ject of automobile insurance in all its phases 
was freely discussed with a view to a read- 
justment of the board’s rulings and rates under 
the existing State laws. 

A revision of the entire manual covering au- 
tomobile insurance is under consideration by 
the Board of Insurance Commissioners and the 
purpose of the conference was to obtain the 
views of the insurance companies with reference 
to proposed changes in policies, rates and other 
orders under the jurisdiction of the commis- 
sion. 

Seventeen topics were outlined for discussion 
by those desiring to offer suggestions, and pres- 
entation of additional subjects was invited. De- 
cision on all requests for changes in the manual 
was withheld pending further consideration of 
the information presented by those present, and 
the board made it clear that further information 
either by mail or through personal interviews 
would be welcomed pending further study on its 
part. Several weeks will be required to compile 
all the data received and to construct the or- 
ders involving the changes. 

Much of the discussion centered around the 
subject of “fleet” rates. A request was pre- 
sented for inclusion in the general manual of 
a one policy coverage for fleets of motor ve- 
hicles when insured by one concern or individ- 
ual, this fleet coverage to apply to fire, theft and 
casualty insurance. The commission was asked 
to prescribe fleet ratings, to define what num- 
ber of vehicles and what usage constitute a fleet, 
and to provide premium rates of a flexible 
character, so that operators of fleets who take 
precautions to keep down accidents shall receive 
financial benefits in lower rates. 

There has in the past been no standardiza- 
tion in Texas of rates or regulations governing 
fleet coverage, and insurance men pointed out 
that this has led to some abuses, in that compa- 
nies and agents have been largely free to de- 
cide what constitutes a fleet and what rates 
shall be charged. 

The precedent of city fire insurance credit and 
penalty ratings on fire losses was cited, except 
that as to automobile insurance the companies 
would place penalties on the individual operators 
who fail to cut down accidents, and give the 
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lower rates to concerns that do, rather than 
apply a flat rate for all within a single city. 
The economic effect, it was stated, would be 
apparent in the reduction of traffic accidents 
and the improvement of traffic safety. 

No opposition was expressed to this view and 
the commission was much interested in its pres- 
entation, asking for still further data before 
reaching a decision. 

Opposition was expressed by a number of 
representatives to the creation of an install- 
ment plan of payment for automobile casualty 
insurance, as proposed by three companies, the 
opponents stating that this would not increase 
the volume of insurance of this kind, while it 
would increase the overhead cost. 

A new schedule was requested on rates ap- 
plicable to motor trucks operating on irregular 
schedules between. towns. Under the present 
ruling of the commission, following the passage 
of a regulatory measure as to this form of 
business by the last session of the Texas legis- 
lature, the highest rates of any town through 
which the trucks pass is now charged on public 
liability, property damage and collision insur- 
ance. 

The Texas Automobile Insurance Service 
recommended that rates applicable to 1929 model 
cars be applied to 1930 models, with the cars 
of new makes being given rates similar to cars 
of similar description. No opposition was ex- 
pressed to this. 

Numerous suggestions were offered as to the 
elimination of State control of rates applicable 
to foreign coverage on casualty risks. The 
question of whether the Texas board has power 
to adjudicate rates applicable to foreign coun- 
tries, Mexico in particular, because of its prox- 
imity to Texas, was raised. It was suggested 
that the companies be allowed to determine in- 
dividually the rates applicable to coverage in 
foreign countries and that the policy forms be 
amended so as to include coverage for certain 
distances into Mexico. The board was inclined 
to think it had the right to adjudicate rates of 
Texas companies on policies issued m Texas 
with provisions allowing foreign coverage. 

Fifty independent taxi drivers of San An- 
tonio presented a request for a decrease in rates 
applicable to public liability and property dam- 
age insurance, made compulsory on taxi drivers 
by a city ordinance. Bond of $10,000 is re- 
quired of taxi drivers of that city, who claim 
that the rate is prohibitive to the operation of 
their business. Action on this request was also 
deferred. 

Well Known Agencies Combine 

in Pittsburgh 

On November 1, the Pittsburgh offices of 
Marsh & McLennon and that of J. W. Arrott, 
Ltd., were consolidated, but will retain their 
individual names, the offices to be operated 
as Marsh & McLennon, James W. Arrott Com- 
pany, in the Arrott building. 

James W. Arrott and James W. Arrott, Jr., 
will be resident vice-presidents of Marsh & 
McLennon, while James W. Arrott will be 
chairman of the board of James W. Arrott 
Company. 
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Louisiana Seeks Equitable 
Rates on Fire Insurance 


Expenses on Five Major Lines 
Exceeded Premium Income 
By Over Million 


Represents 95% of Business 








Unprotected Dwellings and Wood- 
working Plants Show Highest 
Percentage 





A meeting of the Louisiana Insurance Com- 
mision was called for October 24, by John D. 
Saint, chairman of the commission, but was 
adjourned for lack of a quorum. This meeting, 
which was the first on the regular schedule, 
was called for the purpose of deciding on the 
proposal to increase the rates on various risks 
that have proved unprofitable. 


The formal reference brief filed with the 
insurance commission by R. P. Strong, manager 
of the Louisiana rating and fire prevention 
bureau on the proposed rate increase reads in 
part: 

These classes are selected for adjustment after 
a study of the figures and data filed with the 
Louisiana insurance commission by the national 
board of Fire Underwriters, acting in behalf 
of its members. The business represented by 
these figures is approximately 95 per cent of the 
total fire insurance business of the State of 
Louisiana. The following are particularly un- 
profitable classes for which adjustments as 
noted have been adopted: 

Frame dwellings under fire protection, in- 
crease rates on buildings and contents, 25 per 
cent; all dwellings not under fire protection, 
increase rates on buildings and contents, 33 1/3 
per cent; all farm property, buildings and con- 
tents, 33 1/3 per cent; all woodworking risks, 
buildings and contents, 33 1/3 per cent; lumber 
yards, 33 1/3 per cent. 

These classes have been unprofitable over a 
long series of years as is shown by the loss 
ratio for the various five-year periods ending 
1925, 2926, 1927, and 1928, by the National 
Board of Fire Underwriters with the Louisiana 
insurance commission. 

For the year 1928, the combined expense ratio 
of all national board of fire underwriters com- 
panies, as fixed with the Louisiana insurance 
commission, was, on Louisiana business, 45.94 
per cent of the premium income. Adding the 
expenses to the fire losses paid for that year, 
we find that the actual amount of money paid 
out for losses and expenses exceded the pre- 
miums received by the following amounts: 
Frame protected dwellings, $490,096.43; unpro- 
tected dwellings, $251,595.59; farm property, 
$73,083.01; woodworkers, $210,739.06; lumber, 
$144,434.27. 

We submit that the above figures constitute 
conclusive evidence that the present legal rates 
on these classes are inadequate, and not “com- 
pensatory to the companies.” 
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Common Stocks as Insur- 
ance Investments 


Opinions from Heads of a Num- 
ber of Leading Life, Fire and 
Casualty Companies 


May Change New York Law 





Superintendent Conway Reported to 
Be in Favor of Amendment 
to Present Statute 





So far as the purchase of common stocks by 
life insurance companies is concerned the situa- 
tion appears to be about what it was before 
New York State Superintendent of Insurance 
Arthur Conway suggested last week to the 
heads of several life insurance companies that 
it seemed a good time for them to make such 
investments. Under the New York insurance 
law such investments are not permitted to life 
insurance companies. The meeting held a week 
ago Tuesday, as described in THE SPECTATOR 
of last week, was, it was then reported, to be 
followed by a second meeting last Wednesday 
afternoon. No such meeting was held but it is 
reported that Superintendent Conway intends to 
recommend a change in the insurance law that 
will permit life companies to invest in common 
stocks under certain conditions. 

Tue SpecTATOR a week ago Tuesday eve- 
ning telegraphed the heads of a large number 
of the important insurance companies, life, fire 
and casualty, informing them of the suggestion 
made by Superintendent Conway and asked 
what was their attitude in regard to common 
stock investments at the present time. 

Some of the replies were received in time 
to appear in Tue Spectator of October 31. 
Below we print a number that came after the 
Tue SpeEcTAToR of last week had gone to press: 


R. M. Bissell, president of the Hartford 
Fire Insurance Company, Hartford: “Our in- 
vestment policy will not be changed. We shall 
take advantage of any opportunities offered 
which commend themselves to the judgment of 
our financial committee.” 


Walton L. Crocker, president of the John 
Hancock Mutual Life Insurance Company, 
Boston: “We are not considering any new 
program as result of present stock market 
situation.” 


Benjamin Rush, president of the Insurance 
Company of North America, Philadelphia: 
“Replying to your wire of the 29th beg to state 
that on Tuesday morning we invested several 
million dollars in the common stocks of leading 
railroads and public utilities. I think this ex- 
plains our attitude very clearly.” 


William Brosmith, vice-president of the 
Travelers Insurance Company, Hartford: “Is 
not the matter touched upon in your telegram 
of October 29th to Secretary B. D. Flynn up 
to Superintendent Conway and the office of New 
York life insurance companies?” 


Duncan Reid, president of the Globe In- 
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“America Fore” Group’s 
Texas Appointment 





J. O. Smith Selected to Head Agency 
Forces of Southwestern 
Department 


Ernest Sturm, chairman of the Boards of the 
“America Fore” group of fire insurance com- 
panies, announces the appointment of J. O. 
Smith as Agency Superintendent for the South- 
western Department, with headquarters at 
Dallas. 

Mr. Smith, who is a native of San Antonio 
and a graduate of St. Mary’s College, in that 
city, has had a thorough experience in the fire 
insurance field. He joined the Trezevant & 
Cochran General Agency, early in 1915, and 
after acting as map clerk and examiner re- 
signed in 1918 to become manager of the Auto- 
mobile Department of the T. A. Manning Gen- 
eral Agency. 


Texas Fire Losses Increase 

AustTIN, Texas, Nov. 4.—Texas fire losses 
for the first nine months of 1929 exceeded 
those of a corresponding period of last year 
$1,627,342, reaching a total of $9,614,357, ac- 
cording to reports made to the State Fire In- 
surance Department. The losses for September 
aggregated $816,620. 








demnity Company, Newark: “I have not com- 
plied with your request as to a wire because 
I do not believe that anything I have to say 
will be of special interest at this time. Our 
company will undoubtedly continue its conser- 
vative policy of making most of investments 
in bonds.” 


F. Highland Burns, president of the Mary- 
land Casualty Company, Baltimore: “We be- 
lieve this an opportunity to invest in selected 
list of seasoned stocks.” 


R. Howard Bland, president of the United 
States Fidelity and Guaranty Company, Balti- 
more: “Re your wire regarding investment 
in stocks present time am strongly of opinion 
time is now ripe for all insurance companies 
to invest in well selected and high-grade 
stocks.” 


E. W. West, president of the Glens Falls 
Insurance Company, Glens Falls, N. Y.: ‘We 
are ready to purchase stocks when the price and 
earnings seem to justify it.” 


W. Irving Moss, president of the Union In- 
demnity and other companies of the Insurance 
Securities Corp., New Orleans: “This debacle 
in stock market is unquestionably a panic of 
people and not a panic of industry. We are 
increasing our investments in common stocks 
of the standard and fundamental industries.” 


Charles R. Miller, president of the Fidelity 
& Deposit Company, of Maryland: “So far as 
our company was concerned, we were not dis- 
turbed about our list of securities and would 
not have hesitated to buy some of the stand- 
ard stocks at the present market.” 





Stock Companies Fall Be- 
hind in Auto Business 





Mutuals and Reciprocals Lead. 
ing This Branch of Insurance 
in Michigan 
Auto Club Writes $2,000,000 
Volume on Casualty Lines for All 


Companies Total Over Forty- 
One Million Dollars 











LansinG, Micw., Nov. 4.—The relatively 
weak position of the stock companies in the 
matter of automobile business written in Michi- 
gan is one of the outstanding facts to be noted 
from the section devoted to casualty business in 
the annual report of the Michigan department 
for 1928 just issued by the State printers. 

While the tabulations are not divided in the 
report according to the totals for stock and 
mutual carriers, the big volume was obviously 
done by the mutuals and reciprocals, the Inter- 
Insurance Exchange of the Detroit Automobile 
club alone accounting for $2,670,382 in pre- 
miums while its losses amounted to $1,223,061. 
The Citizens Mutual of Howell had a net pre- 
mium total of $1,673,705 with losses of $1,- 
001,613; the Auto-Owners, a Lansing mutual, 
a total of $1,437,684 with losses of $685,288; 
Michigan Mutual Auto of Traverse City, $101,- 
208; Michigan Mutual Liability, Detroit (auto 
division), $991,000; Wolverine Mutual, Do- 
wagiac, $430,563; Mid-West Mutual Auto, De- 
troit, $107,670; Valley Auto Exchange, Sagi- 
naw, $342,414; American Casualty Underwrite- 
ers, Muskegon, $282,923; Casualty Association 
of America (Federal Motor Club), $228,089. 


The Republic Auto of Detroit, a former ‘re- 
ciprocal, led the stock carriers in the automobile 
field with a net premium total of $558,764 and 
a loss total of $204,003. The Preferred Auto- 
mobile of Grand Rapids, another former recip- 
rocal, wrote $423,153 with losses of only $138,- 
218. The American Auto of St. Louis led all 
non-Michigan carriers with a premium total of 
$368,376. The United of Grand Rapids, how- 
ever, slightly exceeded this volume with $375,- 
687. The Wolverine of Lansing had a net vol- 
cme of $271,495. 


Net premium volume on casualty lines for all 
companies operating in Michigan totaled $41,- 
990,257 for the year with losses recorded of 
$19,701,757. A Michigan mutual, the Michigan 
Mutual Liability of Detroit, led all carriers in 
general business, also, with a net total of $3,- 
288,728 and losses of $1,635,176. The General 
Accident of Scotland led the stock carriers 
with a net volume of $2,093,277. Losses were 
slightly in excess of a million. Other leaders in 
the casualty field includes the Travelers, $1,- 
638,604 ; Standard Accident, Detroit, $1,293,116; 
United States Fidelity & Guarantee, $1,159,323; 
Royal Indemnity, $953,047; Fidelity & Casualty 
of New York, $924,170; Employers’ Liability, 
$852,488; AEtna Life, $789,114; Maryland Cas- 
ualty, $777,127. 
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National Assoctation Heads 
Pick Committees 


Smith and Goodwin Annonuce 
Personnel of Groups Handling 
Agents’ Activities 


Many Holdovers 
William B. Calhoun, Fred M. Burton, 


Earl Fisk, E. J. Cole and Others, 
Retain Chairmanships 








Committees of the National Association of 
Insurance Agents for the ensuing year have 
been announced by President Clyde B. Smith, 
of Lansing, Mich., and Percy Goodwin, of San 
Diego, chairman of the executive committee. 
There are several holdovers among the chair- 
manships, including William B. Calhoun who 
heads the finance committee; Fred M. Burton 
legislation; Earl E. Fisk, public relations; E. 
J. Cole, casualty and surety, and. J. W. Stick- 
ney, fire prevention and conservation. 

The personnel of the committee is as follows: 

Finance: William B. Calhoun, Milwaukee, 
chairman; Fred B. Ayer, Cleveland, and E. E. 
Goodwyn, Emporia Va. 

Membership: E. M. Sjarlin, Rochester, N. 
Y., chairman; Charles W. Varney, Rochester, 
N. H.; Sam Ruffin, Raleigh, N. C.; Albert R. 
Menard, Macon; J. W. Kirkpatrick, Muncie; 
Fred J. Lewis Milwaukee; Frank T. Priest, 
Wichita; M. E. Williams, McAllester, Okla., 
and P. S. W. Ramsden, Oakland. 

Legislative: Fred M. Burton, Galveston, 
chairman; George J. Lieber, Detroit; Frank L. 
Gardner, Poughkeepsie; F. J. Budelier, Rock 
Island, Ill.; Walker Taylor Wilmington, N. C.; 
R. L. Patterson, Taft, Calif.; H. E. Briggs 
Seattle; James W. Cook, Providence, R. I.; 
E. B. Dunning, Duluth, and C. A. Payne, Jack- 
sonville, Fla. 

Grievance: Harry R. Manchester, Cleveland 
chairman; J. Podoloff, New Haven; John Ash- 
craft, Greenwood, Miss.; J. Henry Johnson, 
Kansas City; J. D. Dux, Sioux Falls; Sam 
Ruffin, Raleigh, N. C.; Robert W. Troxell, 
Springfield, Ill. and Harry L. Godshall, At- 
lantic City. 

Fire prevention and conservation: J. W. 
Stickney, Indianapolis, chairman; Rosse Case, 
Marion, Kan.; Frank T. B. Martin, Omaha; 
James T. Catlin, Jr., Danville, Va.; Albert 
Bird, Wilmington; Sam B. Moxley Shelbyville, 
Ky.; McAlister Carson, Charlotte; George F. 
T. Trask, Keene, N. H.; A. C. Mason, Rutland, 
Vt., and T. L. Rogers, Little Falls, N. Y. 

Public relations and education: Earl E. Fisk, 
Green Bay chairman; W. E. Harrington, At- 
lanta; C. R. Morgan, Charleston, W. Va.; Fred 
R. Smith, Haverhill, Mass., and P. S. W. Rams- 
den, Oakland. 

Casualty and surety: E. J. Cole, Fall River, 
chairman; Henry P. Moses, Sumpter, S. C.; 
F. G. Noxsel Buffalo; A. S. Galland, Wilkes- 
Barre; Stewart Maunsell, New Orleans; T. 
Anglin White, Birmingham, and Ivan E. Lang, 
Waterville, Me. 
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Employers’ Fire Promotes E. A. 
Larner to Vice-Presidency 





Young Executive Has Risen to Re- 
sponsible Position in Less Than 
Four Years of Experience 
Although he has been in the insurance busi- 
ness for something less than four years and 
has yet to attain his thirty-second birthday, 
Edward A. Larner has been elected vice-presi- 
dent of the Employers’ Fire Insurance Com- 
pany of Boston. His advancement has been as 
rapid as any young fire company executive has 

enjoyed in recent years. 





Edward A. Larner 


Mr. Larner left the Massachusetts Institute 
of Technology to enter the army and upon his 
return from the war went into the automobile 
business with his brother. In the summer of 
1926 he became associated with the automobile 
department of the Employers’ Fire Insurance 
Company and in 1927 assumed other duties in 
connection with commercial fire, at the same 
time keeping under his supervision the auto- 
mobile end of the business. 








Better business methods: J. Stewart Pearce, 
Tulsa, chairman; W. E. Harrington, Atlanta, 
and Gilbert T. Amsden, Rochester N. Y. 

The regional vice-presidents now are Charles 
W. Varney, Rochester, N. H.; N. Eng; Eu- 
gene A. Breach, Syracuse, Middle Atlantic; 
Albert R. Menard, Macon, Southeastern; Harry 
B. Wilson, Irvine, Ky. East Central; John F. 
Ankenhauer, Cincinnati, Great Lakes; P. H. 
Ware, Minneapolis, North Central; G. Mabry 
Seay, Dallos, Southwestern; H. J. Thielen, Sac- 
ramento Pacific Coast; Bert Mitchner, Hutch- 
inson, Mississippi Valley, and Max Schayer, 
Denver, Rocky Mountain. 

Other members of the executive committee 
are Fred M. Burton, Galveston; George W. 
Carter, Detroit; E. J. Cole, Fall River; R. P. 
De Van, Charleston W. Va.; Charles L. Gandy, 
3irmingham; Harry R. Manchester, Cleveland, 
and J. W. Rose, Buffalo. P 
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Philadelphia an Important 
Insurance Center 





Writer in Evening Ledger Tells 
of the $11,704,000 in Fire Pre- 
miums That City Produces 


Third Insurance City in U.S.A. 








Practically All the Important Carriers 
In United States and England 
Represented in Philadelphia 





PHILADELPHIA, Nov. 4.—The Evening Ledger, 
in an article today, declares that the greatest 
concentration of insurance business and interests 
in the world is located in Philadelphia in the 
area bounded by 7th and 2d streets and Spruce 
and Chestnut streets and that insurance inter- 
ests own fifty-three buildings in the section and 
lease other structures. 

The story says in part: 

“In fire insurance premiums alone, and almost 
every other sort of insurance risk, marine, burg- 
lary, storm, automobile, industrial, life, is rep- 
resented in the district, premiums in 1928 totaled 
$11,704,000. For the first six months of 1929, 
the figures were $5,922,000. 

“Since the principle of insurance was first 
adopted on the North American continent, the 
insurance people have been located in this area. 
Because of their interdependence on each other 
in the matters of shared risks and other busi- 
ness, the fire insurance companies will be local- 
ized in that area for another century. 

“Robert M. Coyle, of Robert M. Coyle & Co., 
is authority for the statement that the fire in- 
surance companies must regard the district as 
their permanent business homes. 

“Three other cities in America write a larger 
amount of fire insurance during the year than 
do the Philadelphia companies, and London’s 
figures also exceed those of the insurance inter- 
ests here, Mr. Coyle said. ’ 

“Philadelphia is peculiarly situated in the 
matter for fire insurance protection, as the city 
has a larger number of single dwellings than 
New York, Chicago and Boston together. The 
number exceeds 400,000. 

“Not only the well-known American compa- 
nies maintain offices in Philadelphia, but the 
Liverpool, London and Globe Company has been 
in that district for almost half a century. The 
Sun Company and other famous risk concerns 
of England and Germany maintain offices or 
branches here. 

“One of the oldest companies is the Hand- 
in-Hand underwriters, which was founded by 
Benjamin Franklin. In the early days this 
company refused to insure a dwelling with a 
tree in front of it, because of the difficulty of 
reaching a vantage point by the hand-pumped 
engines. 

“With more than $17,000,000 paid from pre- 
miums to the fire insurance companies alone in 
Philadelphia during eighteen months, the total 
financial activities of insurance in the area must 
run into startling figures,” Mr. Coyle said. 


Fire Insurance 









SUNDERLIN ON FIRE INSURANCE 


By Charles A. Sunderlin, A. B., LL. B, 
of the Los Angeles Bar 


Secretary and General Counsel of the Insurance Institute of Southern California 


Sunderlin’s Complete Educational Course in Fire Insurance 
Embracing 40 Lectures and a Copious Topical Index 
Can now be obtained bound in 
ONE VOLUME 
at the reduced price of 
$12.50 
Bound in buckram, with stiff cover. 


This affords a great opportunity for those interested 
in fire insurance to obtain 


A VALUABLE, UP-TO-DATE TEXT AND REFERENCE BOOK 
AT A LOW PRICE 


These Lectures deal with the following general subjects: 


1—The Policy Contract—General 
2—Insurable Interest 
3—Public Relations 
4—State Regulation or The Police Power 
5—Cooperation and State Supervision 
6—Co-Insurance 
7—Valued Policies 
8—Professionalizing the Fire Insurance Busi- 
ness 
9—Construction and Operation of the Policy- 
Contract 
10—The Fire Insurance Rate 
11—Fire Insurance Reserve 
12—Agency and Brokerage 
13—Premiums 
14—Fire Prevention 
15—Waiver and Estoppel 
16—Coverage 
17—-Misrepresentations 
18—Warranties 
19—Matters Voiding Policy 
20—Matters Suspending Insurance 
21—Chattel Mortgage Clause 


22—Fall of Building Clause 

23—Negligence 

24—Cancellation 

25—Risks and Causes of Losses 

26—Requirements in Case of Loss 

27—Ascertainment and Amount of Loss—Ap- 

praisal 
28—Options of Company in Case of Loss 
29—Apportionment of Loss—Pro Rata Lia- 
bility 

30—Loss—When Payable—Non-Waiver by Ape 
praisal or Examination 

31—Adjustments 

32—Subrogation 

33—Insurer’s Liability 

34—-Mortgagee Interests 

35—Earthquake Clauses 

36—Use and Occupancy—Profits and Com- 
missions—Rents and Leaseholds 

37—Floating, Excess and General Cover Con- 
tracts 

38—Miscellaneous Forms 

39—Endorsements 

40—Reinsurance 


The broad scope ot the Lectures, indicated by the above titles, renders them of incalculable value, as 
both text and reference works, to both men actively engaged in the fire insurance business and those con- 
templating entering it. It will be found of genuine service by executives, underwriters, adjusters, general, 
special and local agents; insurance brokers, lawyers and the public. 


In Sunderlin’s Lectures are answers to thousands of practical, every-day fire insurance questions, as 
determined by the courts. The user of these Lectures can fit himself the better for the intelligent handling 


of his business. 


TAKE ADVANTAGE OF THE LOWERED PRICE—DO IT TODAY! 


The 40 Lectures and Index, complete in one volume 
In Buckram binding 


Price, $12.50 
THE SPECTATOR COMPANY 
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The Financial Responsibility Law 


Agents Will Find in This Summary an Explanation of 
What This Bill Provides—Something 
Policyholders Are Asking About 


By Joseph L. Roesch, A.B,. LL.B. 
Member of the New York Bar 


inauguration of the new Automobile Op- 

erators’ and Owners’ Financial Respon- 
sibility Law in the State of New York. A simi- 
lar act in the State of New Jersey is to take 
effect on Nov. 15, 1929. The advent of this law 
has caused a great deal of discussion and perhaps 
confusion amongst the people of both States. 
While a few of the larger companies have 
sought to circularize explanatory pamphlets in 
connection with the new law, it is safe to say 
for the most part, that very little has been 
given out by way of making the people con- 
versant with the meaning of the new act. Gen- 
eral opinion seems to be that the law is more or 
less one of compulsory automobile liability in- 
surance, requiring the individual motor vehicle 
owner to carry insurance after the Ist of Sep- 
tember, 1929. The readers of THe Spectator, 
therefore, or at least those who have not had 
an opportunity of going into the new law thor- 
oughly, will probably be interested in an expla- 
nation of what the financial responsibility law 
actually provides. 


The New York Act 


The New York act, which constitutes Article 
6A of the Vehicle and Traffic Law of the State 
of New York, provides that if a person has been 
found guilty of reckless driving or speeding 
where an injury to a person or property actu- 
ally results therefrom, or if any person has 
been found guilty of operating a motor vehicle 
without a license or while in an intoxicated 
condition, or leaving the scene of an accident 
without stopping, or has been found guilty of 
an offense in any other State, which if com- 
mitted in this State would be a violation of any 
of the aforesaid provisions of law of this State, 
such person’s operator’s or chauffeur’s license 
and all of his motor vehicle resignation certifi- 
cates shall be suspended by the Commissioner 
of Motor Vehicles and shall remain so sus- 
pended and no motor vehicle shall thereafter be 
registered in his name until he files a liability 
insurance policy, bond, cash deposit or accept- 
able securities in the sum of $5,000—$10,000 
for personal injury or death, and $1000 for 
property damage as future security against fu- 
ture judgment rendered in any action against 
him, arising out of the negligent operation of 
any motor vehicle owned or registered by such 
person. If the person so suspended is not the 
owner of the motor vehicle but was merely a 
chauffeur or operator, such person shall be 
relieved of the necessity of giving proof in his 
own behalf if the person in whose name such 
relieved of the necessity of giving proof in his 


S EPTEMBER 1 of this year witnessed the 
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ability to respond in damages in accordance 
with the provisions of the act. 

The act further provides that the Commis- 
sioner of Motor Vehicles shall suspend the op- 
erator’s or chauffeur’s license and all the reg- 
istration certificates of any person who fails to 
satisfy a judgment for damages predicated upon 
an action arising out of the negligent operation 
of a motor vehicle, resulting in personal in- 
jury, or damage to property in excess of $100, 
where such judgment remains unsatisfied for 
fifteen days after the judgment has become final 
by expiration without appeal and such license 
or licenses shall remain suspended until the 
judgment is satisfied or discharged, except by 
discharge in bankruptcy, to the extent of or at 
least $5000 for an injury to one person in one 
accident and to the extent of $10,000 for an 
injury to more than one person in one acci- 
dent, and to the extent of $1000 for injury to 
property in any one accident, and until such 
person gives proof of his ability to respond in 
damages for future accidents. The act, how- 
ever, considers the judgment to have been sat- 
isfied within its purview and for its purposes, 
when $5000 has been credited upon any judg- 
ment rendered in excess of that amount for per- 
sonal injury or death to one person and when 
$10,000 has been credited upon any judgment 
or judgments rendered in excess of that amount 
for personal injury or death to more than one 
person as the result of any one accident, and 
when $1000 has been credited upon any judg- 
ment is applicable also to non-residents of the 
amount for damage to property as a result of 
any one accident. 


New Jersey Law 


The law regarding the failure to satisfy judg- 
ment is appiicable also to non-residents of the 
State of New York, where the accident oc- 
curred in that State, and the penalty for failure 
to comply with that law where a non-resident 
is concerned, is the wiping out of his privilege 
to operate any motor vehicle within the State or 
the operation of any motor vehicle owned by 
him within the State. 

The New Jersey Automobile Operators’ and 
Owners’ Financial Responsibility Law which 
forms chapter 116 of the Laws of New Jersey, 
and which goes into effect this coming Novem- 
ber 15, is very much similar to the New York 
Act. The New York Act goes further than the 
New Jersey Act in that it requires satisfaction 
of judgment in addition to a bond or policy for 
future accidents, whereas the New Jersey Law 
would seem only to face the motor vehicle 
owner or operator to place a bond or policy 


for future accidents. On the other hand, the 
New Jersey Law is more stringent as regards 
the violations for which an operator or owner 
shall have his license suspended. The violations 
noted include reckless driving, speeding, driving 
while intoxicated and leaving the scene of an 
accident without stopping, as does the New 
York Law, and in addition thereto list the 
following violations of the motor vehicle law 
which apply: Section 7, which has to do with 
the care of motor vehicle equipment, such as 
brakes, signal and lighting devices, etc.; Sec- 
tion 10, relating to driver’s licenses, examina- 
tions and permits; Section 11, relating to reg- 
istration fees; Section 13, referring to fictitious 
numbers; Section 14, which in addition to re- 
lating to driving while intoxicated or leaving 
the scene of the accident without reporting, 
includes tampering with the motor vehicle 
without the consent of the owner, racing on a 
public highway, operating a commercial vehicle 
when the weight including the load exceed 
fifteen tons, leaving the auto unoccupied while 
the motor is running, permitting the operation 
by an unlicensed driver, throwing destructive 
substances on highways, and making mis-state- 
ments in the application for registration or 
operator’s license; anl Section 21, which re- 
fers to the operation of motor vehicles, trailers 
and tractors. The following articles, taken from 
Chapter 281 of the Lews of 1928, are also in- 
cluded: Article 2, which has to do with the 
requirements relating to the stopping of a 
motor vehicle operator after an accident, fur- 
nishing a report, etc.; Article 7, relating to 
provisions operator must observe; Article 8, 
relating to the right of way; Article 9, relating 
to reckless driving and speeding; Article 10, 
relating to “stop street regulations,” requiring 
a complete stop threat; and Article 14, which 
governs rules on signaling when turning, start- 
ing or stopping. ; 


Substitute for Compulsory Laws 


This new law is judged by some as the first 
step taken by New York and New Jersey to- 
ward the idea of compulsory insurance. Most 
observers, however, believe that this act is 
really a substitute for compulsory insurance and 
will accomplish the same end without adding 
the compulsory feature which has generally 
proved obnoxious and distasteful to the Ameri- 
can idea of freedom of action. The law will 
undoubtedly be the means of inducing many 
automobile owners, who do not now carry in- 
surance, to apply for auto liability policies, and 
it will be interesting to note just what increase 

(Concluded on page 35) 
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EDUCATIONAL AND HELPFUL 


The trained man is superior to the untrained. 
We believe this; experience and figures prove it. 


The Seventh Educational Conference for qual- 
ified new agents has just come to a most suc- 
cessful close. 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 
HARTFORD 


1846 Over 83 years in Business 1929 





































Writing Fire, Windstorm and all Kindred 
Lines—World-wide Facilities 
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OUR NEW HOME 


Policiies for all ages 1 to 70. 
Children’s Policies with Beneficiary 





Insurance. 
Both Participating and Noa-Partici- 
Available Terri- pating. 
tory in 17 States Disability and Double Indemnity. 
West of the Mis- Surgical and Dismemberment Benefits. 
sissippi and in II- Non-Medical. Standard and Non- 
linois and Florida Standard. 
Sales Planning—Circularization Depart- 














ment. 
Perseverance and Producer’s Clubs. 
Special Monthly Premium Plan. 


Grow with This Progressive Company 


Central States Life 


Insurance Co. 
HOME OFFICE—ST. LOUIS 
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Affected by Stock Market 





Ernest Sturm of “America Fore” 
States That His Companies’ 
Investments Are Sound 


Despite the epoch-making decline in security 
prices, the conservatively managed, old-line fire 
insurance companies have not been embarrassed, 
it is believed by Ernest Sturm, chairman of 
the board of the Continental Insurance Company 
and other corporations of the so-called “America 
Fore” group, which includes the Fidelity- 
Phenix, Niagara, Maryland, American Eagle, 
First American and the Fidelity and Casualty. 

“The long established fire insurance com- 
panies that have been doing business for many 
years,” said Mr. Sturm, “have passed through 
numerous panics and conflagrations and con- 
tinued to carry on. Their reserves have been 
built up over a period of years and many 
of their investments in stocks and bonds were 
made when market prices were much lower 
even than they are at present. 

“As far as the Continental, Fidelity-Phenix 
and their affiliated companies are concerned, I 
can say that our investments are in high-grade 
securities that are intrinsically worth more than 
present quotations. Further than this, our liquid 
condition enables us to purchase additional 
securities that are desirable, while they are 
selling far below intrinsic values. 

“Our assets are conservatively appraised and 
our investment income for the current year 
will be well in excess of that for 1928, and, 
in addition, our underwriting profits this year 
are gratifying.” 


Financial Responsibility Law 
(Concluded from page 33) 

in business the act will indirectly bring to the 
various companies writing liability insurance 
in the States of New York and New Jersey. 

The law will undoubtedly furnish protec- 
ttion for people injured on the public highways 
due to the negligence of others, and from the 
standpoint of insurance companies it is only to 
be regretted that those who drafted the law 
did not see fit to make it apply to plaintiffs in 
cases where the defendant prevails at the trial 
of the action and judgment is entered against 
the complaining party for statutory costs. 

Certainly a very meagre percentage of the 
judgments obtained by insurance companies’ 
attorneys’ in actions where the defendant pre- 
vails, are ever collected, and at the present time, 
the companies very often lose considerable 
money even when they win, as the expenses in- 
cidental to the trial of an action are consider- 
able. If the plaintiffs who merely start suit 
with the idea of forcing a settlement were 
themselves made to secure, before trial, what- 
ever costs might be allowed to the defendant 
where the action terminates in favor of the de- 
fendant, it is safe to say that the courts would 
not be quite so congested as they are at the 
present time, and that the percentage of plain- 
tiff’s actions, having real merit, would con- 
siderably increase. , 
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Well Managed Companies Not 


Independence Fire Increases 


Capital to One Million 





Stockholders Authorize Directors to 
Make an Additional Increase 
When Desired 


In accordance with the authorization of the 
stockholders it has been announced by the pres- 
ident, Charles H. Holland, the capital increase 
of the Independence Fire Insurance Company 
of Philadelphia has been completed and the 
additional funds paid into the company’s 
treasury. 

The change in financial structure was ac- 
complished by increasing the surplus of the 
company by $500,000 by a reduction of the 
capital from $1,000,000 to $500,000, brought 
about by reducing the par value of the com- 
pany’s 100,000 shares of stock from $10 to $5 
each, followed by the issue of 100,000 new 
shares of the par value of $5 per share, thus 
again increasing the capital of the company to 
$1,000,000, stockholders of record on September 
25 having been given the right to subscribe 
for at par for one new share of the par of 
$5 for each share registered in their respective 
names on that date. 

At the same meeting the stockholders also 
authorized an increase of the capital to $2,000,- 
000 there being 200,000 shares unissued avail- 
able for the company’s purposes as and when 
the directors deem desirable. 
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Husyp-ness 


Man’s busy-ness|. . . 
his daily activity... 
constantly creates 


new hazards, new 
values to be _ pro- 
tected. Among the 
industries of your 


community there are 
doubtless new pro- 
cesses—new products. 
Find them. Protect 
them. For here are 


opportunities for 
more business for you 
—for greater service 
to your clients. 
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Automobile Underwriters 
Hearing Continued 





Temporary Injunction to Remain in 
Effect Until After Final Decision 
Is Rendered 


By agreement of attorneys, the hearing on an 
injunction petition of the Automobile Under- 
writers, Inc., which means the State Automo- 
bile Insurance Association and reciprocal asso- 
ciation, to prohibit the enforcement of an order 
against reciprocal automobile insurance com- 
panies issued by Clarence C. Wysong, Indiana 
insurance commissioner, was continued in Su- 
perior court in Indianapolis until Dec. 6. 

Attorneys for the state department, however, 
presented a demurrer to the original complaint 
filed by the reciprocal company. It is under- 
stood that on the date fixed both sides will have 
submitted briefs both to the court and each 
side and that oral arguments will take place om 
that date in order that a decision may be given 
before the first of the year. 


The order of the insurance commissioner pro- 
hibits reciprocal companies writing so-called 
non-assessable policies which were put into 
effect by companies of this nature some time 
ago. A temporary restraining order already is 
in effect and will continue in effect by terms 
of the continuance until the final hearing is 
held. 

With the continuance for more than a month, 
it is altogether probable that a similar case in 
federal court in Indianapolis filed by the Iro- 
quois organization in Illinois will be heard be- 
fore the state case. Because of the nature of 
the petition in Federal court it is necessary to 
have three federal judges sit in the case. With 
all the eligible judges busy with Fall court 
terms, it will be rather difficult to get three to- 
gether within the next week or two, but Judge 
Robert C. Baltzell, of the Southern Indiana dis- 
trict, said the case would be taken up just as 
quickly as possible. It is likely it can be heard 
during the last of November some time. 


A Strong Reinsurance Company 

One of the best known fire reinsurance com- 
panies in the wold is the Skandinavia, of Copen- 
hagen, Denmark, which operates in United 
States under the guidance of United States 
Manager Sumner Ballard. Its latest annual 
statement shows that its assets in the United 
States January 1, 1929, aggregated $2,227,597; 
and after providing a premium reserve of 
$984,726, and making due provision for other 
liabilities, it showed a surplus of $1,002,132. 

The company does a very satisfactory volume 
of business, its net premiums in the United 
States in 1928 having aggregated $1,364,491, 
while its losses incurred only amounted to $581,- 
578. 

Mr. Ballard is widely known as a successful 
reinsurance underwriter, and as president of 
the International Insurance Company of New 
York, and United States manager of the New 
India Assurance Company of Bombay. 
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Expert Salesman and Field Man:—\Vill Safety Engi and Inspector: —Will 
call on prospects in company of agent, conduct free inspection of plants of 
giving agent fu!l benefit of all commis- assureds and prospects—point out dan- 
sions. Will instruct agent fully in all gerous accident hazards and their reme- C 
coverages, outlining newest develop- dies, and assist generally in correcting Illi 
ments and trends in insurance. Will conditions surrounding plant. Will secure . 
analyze and audit policies of assureds co-operation of assureds and their em- dev 
and prospects, making full recommen- ployees through conferences and _ lec- tak 
dation, for curtailing or enlarging their ’ tures to the employees urging them effc 
insurance programs. Will build good- to observe safety rules. Will originate sie 
will for agent and company among influential bodies, town and conduct safety contests among the men to minimize acci- P 
Officials, bankers and contractors. dents. No expensive changes in plant operation are necessary. con 
the 
: : : P P i : ‘ n 
Advertising Manager:—Wishes to place himself at disposal of Claim Adjuster: —Wi!l settle claims mm a diplomatic and courte- “a 
agent. Will analyze advertising and letters being used. Will ous way that makes friends for the agent. Will give 100% " 
write new letters for agents and design comptcte direct mail service and see that claims are adjust- 3 the 
fei _— pins — with at- ed on their merits and paid promptly. mc eral 
_— y printed ~ vets an colors bear- The friendliness of our adjusters often o coir 
ing agent's personal imprint, make rec- brings new policyholders for the agent * 1 
ommendations for newspaper copy or by making claimants enthusiastic boost- ae 
outdoor advertising, furnish folders, pol- ers of our service. This man builds good- be 1 
icy stickers, newspaper advertisements, will for both the agent and the company, men 
form-letters, return postcards, inserts he, as well as the other three, serves of t 
and new ideas for agents advertising you without charge and is always at 
program. your call. It 
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Every Union Indemnity agent automatically is offered the unrestricted use of these men. Through our shee 
nationwide organization---fourteen Offices in key cities, including head offices in New Orleans and New stoc 
York---the services symbolized by these experts are brought to your door. If you can use any one of ba 
them, drop us a line. A short note will bring a prompt response. as a 
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Great American Casualty 
Receivership Fought 


Carrier Files Petition for in 
Injunction Against Illinois 
Department 





Two States Enter Controversy 





Extent to Which Innocent:Companies 
Can Be Made Victims of Inter- 
State Arguments Revealed 





Curcaco, Nov. 6.—A controversy between the 
Illinois and Colorado insurance departments has 
developed as a by-product of the arbitrary stand 
taken by the Illinois department in regard to the 
efforts of the Great American Casualty Com- 
pany of this city to reinsure its business. This 
controversy as well as a prolonged argument of 
the Illinois department with the casualty com- 
pany was revealed with the filing of a petition 
for an injunction by the company to restrain 
the insurance department and the attorney gen- 
eral from filing a bill for receivership for the 
company. ‘ 

The extent to which innocent companies can 
be made the victims of inter-departmental argu- 
ments also was revealed as a result of the filing 
of the petition. 

It appears that the Illinois department has 
tefused to accept a recently completed conven- 
tion examination of the Mountain States Life of 
Colorado which has made a bid for the acqui- 
sition of the Great American by an exchange of 
stock, and is insisting upon an independent ex- 
amination of the company by Illinois examiners 
as a prerequisite for a license to operate in this 
state. As a result the Colorado department has 
notified the Mountain States Life not to admit 
the Illinois examiners and in turn has decided 
that independent examinations by Colorado ex- 
aminers will be necessary for Illinois companies 
applying for admittance in that State. 

The details of the controversy as given by 
attorneys of the firm, in brief, follow: 

The Great American Casualty Company of 
Chicago, 90 per cent of whose business is health 
and accident insurance, upon suggestion of the 
former director of trade and commerce in IIli- 
nois, H. U. Bailey, got back 2,000 shares of its 
stock held by the Central Federal Fire of Da- 
venport by giving back stock of that company, 

(Concluded on page 45) 
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For the Good of the Fur 

Agents for surety bonding companies 
have found a fertile field for their acti- 
vities because of the passage of an act 
by the last legislature in requiring that 
those who buy the hides of fur bearing 
animals, must give bond of $2,000 to the 
State game warden to compensate that 
department in case the law protecting 
fur bearing animals at certain seasons of 
the year, are violated. 

Under the new law trappers must se- 
cure a license from the State game 
warden and in order that the closed 
season upon certain fur bearing animals 
is properly observed the penalty for the 
violation of this act has been placed upon 
those dealing in furs. Under the old 
law dealers caught with furs out of 
season, were prosecuted but in most cases 
it was impossible to secure the amount 
of the fine imposed because of the in- 
ability of the dealer to meet this obliga- 
tion. Under this new act, the State game 
department will be absolutely protected 
for any violation that may occur because 
of the requirement of the posting of a 
surety bond for $2,000 by each person 
who engages in the business. 











Denies Rumors of Eureka Casualty 
Sale 

Los ANGELES, Cauir., Nov. 4.—Denying re- 
ports of the sale of the Eureka Casualty Com- 
pany of Los Angeles, Bert L. Dowell, vice- 
president and general manager for the company 
issued a statement last week. “The Eureka has 
not been sold nor will it be sold,” said Mr. 
Dowell. “Our business has never been better 
than at this time and any reports of a sale or 
merger are untrue. Each month we show sub- 
stantial increases both in business and in as- 
sets: Therefore we have absolutely no reason 
for wanting to sell out. I would state very 
definitely that the Eureka is not on the mar- 
ket.” 


Franklin Surety Licensed 
Franklin Surety Company of New York, 
announces that it has been entered and author- 
ized to write business in the States of Maryland 
and Delaware, and the District of Columbia. 





Reliance Casualty Bought 
by Harold Spielberg 


Chairman of Equitable Cas- 
ualty Board Will Acquire 
Company’s Assets 


Equitable to Absorb Reliance 





John L. Mee, Arranging for Eventual 
Absorption of Newark 
Carrier 





The Reliance Casualty Insurance Company 
of Newark, N. J., has just been purchased by 
Harold Spielberg, chairman of the Board of 
the Equitable Casualty & Surety Company of 
New York. As soon as the approval of the 
respective State Insurance Departments has been 
secured, the Newark company will be liquidated 
and all its outstanding liabilities will be taken 
over by the Equitable Casualty & Surety which 
will reinsure the business of the Reliance Casu- 
alty and acquire its assets, which consist entirely 
of cash and State and Municipal bonds. 

The eventual absorption of the Reliance Casu- 
alty by Equitable Casualty will give the latter 
possession of the former’s December 31st, 1928, 
assets of about $1,500,000 and capital and sur- 
plus of $1,131,191. Arrangements for the move 
are being carried out under the direction of 
John L. Mee, president of the Equitable Casu- 
alty, and its completion should give that com- 
pany a capital and surplus of over $3,500,000 

The Reliance Casualty was organized under 
the laws of New Jersey in May, 1926, and has 
so built up its business that its total income in 
1928 amounted to about $800,000 while its re- 
serve for reinsurance and losses is close to 
$300,000. The company has a well-developed 
field force operating in seven States and the Dis- 
trict of Columbia and these production units will 
be added to the already large sales organization 
of the Equitable Casualty. 

The Equitable Casualty & Surety now has 
assets—apart from those of the Reliance Casu- 
alty—of over $5,000,000 with an unpaid claim 
reserve of nearly $2,000,000 and a capital and 
surplus of over $2,000,000 as of June 30th, 1929. 
The company is continuing its program of ex- 
pansion and is now operating in thirty-one 
States and the District of Columbia. Its busi- 

(Concluded on page 45) 
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Promptness appreciated | _ 
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“We want to express to you our appreciation for to a 
the manner in which The General Indemnity Corpor- titled 
ation of America have settled our claims. Just a wage 
short time elapsed in every instance from the time i 
we filed claim until we received check covering same. By z 
We not only appreciate their promptness but also Vg « Labo 
deeply appreciate the courteous manner in which l INST TyTIOX? 77. 
they treated us.”” Boone & Styron, Konawa, Okla- y | resol 
homa. Zz ) ) ‘pens: 
surat 
Standard Forgery Bonds are a modern form of insurance of , Tt 
first importance to every conservatively managed business Home Office: DAVENPORT, IOWA Unic 
house, in this day of transacting business by check. hg 
The Standard Forgery Bond offered by The General In- ie a 
demnity Corporation of America provides complete coverage. 
It indemnifies the assured and his bank against monetary Plan 
loss through fraud in connection with any check, draft, note, 11 fe 
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signature or purported signature. is includes forgery o : 
signature or endorsement, as well as alterations of amount, CASUALTY SURETY petit 
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. Substantial GUARDIANYICASUALTY tain 
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ness lifetime would doubtless make this a profitable insurance Insurance Policies provide for Assureds Va 
investment. : , : : m. a 
participation in profits. Writing all types Es 
Write for schedule of discounts, giving the type of the following classes of Insurance and 
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ACCIDENT CONTRACT BONDS t 
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CORPORATION OF AMERICA PLATE GLASS PUBLIC OFFICIAL BONDS z 
WORKMEN’S COMPENSATION MISCELLANEOUS BONDS & ‘ 
Capital and Surplus Chartered in : FY ¢ 
ccataaee eigen oak Surplus to Policyholders $1,700,000 : 
| Agencies Open in the Followi ‘ 
gencies Open in the Following States & 
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Compensation Carriers 


Says Stock Companies Failed to 
Keep Pledges Made Prior 
to Passage of Act 


Urges State Fund Insurance 





Reuben T. Wood Utters Bitter De- 
nunciation of Underwriters in 


Trade Union Address 





Charges that the stock insurance companies 
selling workmen’s compensation insurance in 
Missouri have failed to live up to the pledges 
made prior to the adoption of the compensation 
act and that injured workmen have been forced 
to accept settlements below what they are en- 
titled to or else bring civil suits to obtain the 
wages and medical expenses, etc., justly due 
them were made by Reuben T. Wood, president 
of the Missouri State Federation of Labor, 
in an address before the Central Trades and 
Labor Unions of St. Louis, Mo., on October 
27. Wood led a plea for the adoption of a 
resolution urging an amendment to the com- 
pensation act to provide for State fund in- 
surance in Missouri. 

The officers of the Central Trades and Labor 
Union were imstructed by the body to attend 
a conference of the executive committee of 
the Missouri State Federation of Labor in the 
Planters building, St. Louis, Mo., on November 
11 for the consideration of a proposal that the 
labor forces of the State circulate initiative 
petitions for a State-wide vote on the question 
of establishing State insurance for Missouri. 
The question would come up at the election in 
November, 1930, if needed signatures are ob- 
‘tained. 

Wood was very bitter in denouncing the 
insurance companies, accusing them of under- 
hand tactics in dealng with compensation 
claims. He cited numerous instances of work- 
men who he said were forced to accept com- 





New Amsterdam Casualty 
Elects Officers 

Battrmore, Nov. 4.—New officers of 
the New Amsterdam Casualty Company, 
as elected at the annual meeting of the 
board of directors, were announced here 
today as follows: 

Vice-presidents: R. W. Gallon, chief 
of the statistical department; F. W. Hoff- 
rogge, chief of the liability underwriting 
department ; W. A. Connor, chief of the 
casualty claim department, and C. S. 
Weech, chief of agency department. 

Assistant secretaries: R. L. Hardesty, 
J. B. Duke, H. A. Sadler, B. M. Thomas 
and J. F. Eirman, all of whom are chiefs 
Os assistant chiefs of department. 
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Missouri Labor Head Hits 


promise offers in place of full compensation 
as provided by law. 


“Workmen’s compensation is a fine thing 
if the insurance companies would be honest and 
fair,” Wood said. “Since the insurance com- 
panies persist in their questionable practices 
the only thing for labor to do is to get rid 
of them.” 

Wood told the labor delegates that Missouri 
employers are also dissatisfied with the way 
companies are operating under the compensation 
act. 


The Central Trades and Labor Unions of 
St. Louis has advocated State insurance on 
previous occasions. 


P. A. Walter has been appointed assistant 
manager of the Pittsburgh branch of the Fidel- 
ity and Deposit Company, Baltimore, succeeding 
Leslie D. Morrell, recently transferred as man- 
ager of the New Orleans branch. 








GENERAL SURETY HEAD 





E. J. Donegan 


As reported in the last week’s issue of THE 
Spectator, Mr. Donegan was elected executive 
vice-president of the General Surety Company, 
New York. His experience has embraced the 
entire field of multiple line insurance. He has 
handled both surety and casualty claims and 
surety and casualty underwriting; he enjoys 
a reputation as an insurance administrator, 
particularly versed in the problems confronting 
new and growing companies; and in addition he 
is an insurance lawyer of note. His Insurance 
Society lectures and his published articles have 
served to make him widely known in his field; 
and in the Surety Association of America 
he won esteem and confidence by hs lieutenancy 
of President Rowe in healing the breach which 
existed between that association and the Metro- 
politan in 1928 and his handling of the vexa- 
tious problems which resulted from that breach. 
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Compensation Rate Manual 
Discussed in Missouri 


New Listing Submitted by Na- 
tional Council Is Considered 
at Public Hearing 


Present System Experimental 





Superintendent Thompson Holds 
Public Hearing in Jefferson City 
After Exhaustive Study on 
Subject 





State Superintendent of Insurance Joseph B. 
Thompson of Missouri on October 28 issued a 
call for a meeting to be held in Jefferson City 
on November 5 by all persons interested in 
Workmen’s Compensation Insurance rates and 
to consider a schedule of rates recently received 
from the National Council on Compensation 
Insurance, the rate making body for the con- 
ference companies writing compensation in- 
surance. 

It is estimated there are approximately 38,000 
workmen’s compensation insurance policies now 
in effect in Missouri and these are subdivided 
into about eighty classifications, depending on 
the kind and nature of the duties performed by 
the workers in their daily tasks. 

The present schedule of rates in effect in 
Missouri was purely experimental when placed 
in use following the passage of the compensa- 
tion act in November, 1924. It was based upon 
observations and company experiences in neigh- 
boring States. The rates which were ordered 
by Former Superintendent of Insurance Ben 
C. Hyde were about 20 per cent below the 
schedules sought by the companies. 

Superintendent Thompson several months ago 
began a study of the compensation situation 
in Missouri with a view of promulgating a 
new schedule of rates to take effect either late 
this year or early in January. He has stated 
that his department has not yet completed its 
analysis of the rates submitted by the National 
Council. It is understood the new schedules 
contemplates reductions for a number of classi- 
fications. 





St. Louis, Mo., Nov. 5.—Following 
the close of a conference at Jefferson 
City today which considered new work- 
men compensation insurance rates, Super- 
intendent of Insurance Thompson stated 
he will not formally pass upon the pro- 
posed schedule for about: ten days. If 
approved the new rates covering some 
eight hundred classifications would be- 
come effective on January first. Elmer 
Donnell of St. Louis, Managing Director 
of the Associated Industries of Missouri, 
said that with some minor changes the 
new schedule is satisfactory and that the 
increases proposed appear justified by the 
experience of insurance companies in 
Missouri. 
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‘Wotan change. Entirely 
new policies are needed as years 
pass to fit new insurance requirements. 


Issuance of new policies is therefore 
a measure of a company’s desire to 
keep pace with new conditions as they 
arise. 


Our new policies are demonstrating 
their value now in increased business 
and in the enthusiasm of our agents. 


PHILADELPHIA LIFE 
INSURANCE COMPANY 


111 North Broad Street 
Philadelphia, Pa. 

















NEW YORK 
MINNEAPOLIS 
LOS ANGELES 


SAN FRANCISCO 
RICHMOND 
INDIANAPOLIS 


Marsh & McLennan 
INSURANCE 
Marine 


Fire 


Liability 


164 W. Jackson Blvd., Chicago 
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London Seattle Montreal 
Winnipeg Detroit Duluth 
Pittsburgh Cleveland Buffalo 
Phoenix Columbus Pertland 



































NO OTHER LIFE POLICY 
IS LIKE THIS ONE 


Can you offer your prospects a limited payment life or endowment 
policy on which the net cost after the first year is the same as 
Ordinary Life should death occur during the premium paying period? 


OR ONE 


on which, if he desires to do so, the insured can withdraw a sizable 
amount in cash, and cqnvert his policy to the lower rate Ordinary 
Life without change in the original insurance age, and without evi- 
dence of insurability? 


OR ONE 


which carries an unusually low rate, yet is a dividend paying policy, 
with cash, loan, surrender, paid-up and extended insurance values in 
addition to the exclusive features mentioned above? 


THE UNIVERSAL POLICY 


has all these advantages. Combine these with the full line of new 
Juvenile policies that the National Life is offering and it makes a 
selling combination hard to beat. 


We have many desirable agency openings in twenty-five states for 
both local and district managers. 
Write us for full information on agency contracts. 





NATIONAL LIFE COMPANY 


A Muteal Legal Reserve Company 
Des Moines, Iowa 






















SUCCESSFUL ANSWERS TO 
C. L. U. DEGREE QUESTIONS 


The Question and Answer Series of the Chartered Life 
Underwriters’ Examination published in five installments in 
THE INSURANCE FIELD, aroused such intense interest 
throughout the country that in response to the many re- 
quests from our subscribers, we have reprinted it in book- 
let form. 


32 pages, 6” x 9”, crammed with absorbing fundamentals 
of the life insurance business, including Life Insurance 
Salesmanship, Commercial and Insurance Law, Finance 
and General Educational features. 


This series does not purport to show perfect answers to 
each question, nor to indicate that the answers presented 
were the best that appeared on any paper, but rather to give 
representative answers. Many of the questions and prob- 
lems involved the use of judgment on the part of the can- 
didate. Accordingly, no hard and fast solution could be 
expected. Credit was given for the reasonableness of a 
candidate’s answer and the intelligence with which he ap- 
plied his knowledge. 





Single copy $1.00, postpaid 
Discount on quantity orders 





Send Your Order to 


THE INSURANCE FIELD CO. 


P. O. Box 617 Louisville, Ky. 
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Work on San Gabriel Dam 
Is Definitely Held Up 


Three Million Already Ex- 
panded on Los Angeles 
County Project 


Bonded for Twelve Million 





93 Surety Companies on Risk; Five 
as Co-Sureties and 15 as Rein- 
surance; Results Uncertain 





Los ANGELES, Cauir., Nov. 4.—Building of 
the San Gabriel flood control dam in Los 
Angeles county is definitely held up, following 
a report of a board of geologists and engineers 
that a safe dam of 420 feet in height as proposed 
cannot be constructed with safety. According 
to estimates the county has already expended 
$3,000,000 on the dam, a little more than 
$2,000,000 of which has been paid to the con- 
tractors for excavation work. 


When the project was started last November 
it attracted nation-wide attention of surety 
underwriters as it required contract bonds of 
approximately $12,000,000. The execution of 
the bonds produced the’ largest participation 
of companies on a single risk in the West and 
probably is not exceeded on any previous risk 
in the United States. There were 23 surety 
companies on the risk, five as co-sureties and 
15 as re-insurance companies. 


The bonds included a faithful performance 
bond of approximately $2,800,000 and a labor 
and material bond of $2,500,000. The rate on 
the bond was fixed by the Towner Rating 
Bureau at the special quotation of $2.25 for its 
entire term, which would have been four or 
five years. The premium at this special rate 
was about $253,000. 


Just what the outcome of holding up the 
work will be is uncertain at this time. 


Came Back for More 
Los ANGELES, CaLir., Nov. 3.—Not being sat- 
isfied with a court judgment for $2,000 for in- 
juries sustained in an accident with a Pickwick 
State System bus, resulted in Alex J. Forrest 
of Los Angeles getting an award for an addi- 
tional $18,000. 


The original judgment, appealed by the Pick- 
wick Stages, was increased to $20,000 by a jury 
in the Los Angeles County Superior Court and 
the latter amount has since been upheld by 
the District Court of Appeals. 


Maryland Casualty Opens Des 
Moines Office 
J. H. Buckton, for many years affiliated with 
the Maryland Casualty Company of Baltimore 
in agency and field work, has opened an office 
for that company in Des Moines, which is to 
Serve the entire state through the operation of 
local agencies in favorable insurance centers. 
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Century Indemnity Appoints 

Hartrorp, Conn., Nov. 7.—The Century In- 
demnity Company today announced the appoint- 
ment of E. J. Corrigan as special agent in the 
Philadelphia branch office. 

Mr. Corrigan began his insurance career with 
the Travelers Insurance Company in 1912 as a 
member of the underwriting department, secur- 
ing experience in the various lines. In 1919 he 
was appointed counterman and was assigned to 
the Chicago branch office. He was transferred 
to the Hartford branch office in 1921, and in 
November of the following year was sent to the 
Reading, Pennsylvania, branch office. In Sep- 
tember, 1926, he was appointed special agent for 
that territory. 
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Buckton Named Maryland Casualty 
Manager at Des Moines 

F. R. Buckton of the Maryland Casualty 
Company has been appointed resident manager 
for the company at Des Moines, Iowa, President 
F. Highland Burns announced recently. Mr. 
Buckton will manage the territory heretofore 
reporting to the general agents at Des Moines. 
His headquarters will be located at 1005-6-7-8 
Register and Tribune building, Des Moines. 


Curcaco, Nov. 5.—‘“Safety—and the other 
Follow” was the subject of an address given by 
Major O. L. Bodenhamer, National Commander 
of the American Legion, over a nation-wide 
network of 31 stations tonight. 















Attention of General 
Insurance Brokers 


Do you realize the wonderful selling possibil- 
ities of Credit Insurance? Do you know that 
thousands of well-known Manufacturers and 
Jobbers in every line—in every part of the 
\ country—carry policies of 


American Credit Insurance? 


renter ts 


New York, St. Louis, Chicago, 
San Francisco, Philadelphia, Baltimore, Detroit, 














Do you know that this broad protective service 
is endorsed by bankers? Thatitis extensive- 
ly advertised? That it offers an exceptionally 
efficient Collection Service, through an organ- 
ization of trained specialists operating in 12 
strategical cities of the United States and 
Canada? 


Perhaps you know these things, but have 
said that Credit Insurance is too technical, too 
involved for you to handle. It is true that it 
requires a specially trained agent to sell our 
policies; but we have originated a plan by 
which a General Insurance Broker can func- 
tion in cooperation with our regular agents— 
and make money doing it. 


Why not investigate the possibilities? Find 
out how many of your present clients are not 
protected by Credit Insurance, then write or 
phone any of our offices for full particulars 
of our plan. 


CThe AMERICAN 


aN INDEMNITY Co. 


OF NEW YORK 


J. F.M° FADDEN, presipent 
Offices in all leading Cities: 
Cleveland, Boston, 


Atlanta, Milwaukee, Etc. 
In Canada: Toronto, Montreal, Etc. 


Casualty, Surety, Etc. 














INSURANCE COMPANY 


Des Moines, Iowa 


Paid to Policyholders, - $29,000,000.00 
Insurance in Force, Over $145,000,000.00 


A. C. TUCKER, President 














EXPANSION 


This is the keyword 
in the program of development 


of ATLANTIC LIFE of Richmond, Va. 


Prospective General Agents, men who wish to 
throw in their lot with a strong growing company, 
will find that 


“Honestly, It’s the Best Policy.” 


ATLANTIC 

































FIRE REINSURANCE TREATIES 


Eagle Fire Insurance Company 
New Jersey 


Baltica Insurance Co., Ltd. 
Denmark 


Franklin W. Fort Thomas B. Donaldson 
18 Washington Place, Newark, N. J. 

















The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from BIRTH 
to 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 
ORDINARY POLICIES contain valuable SPECIAL DISABILITY and 
TOTAL AND PERMANENT DISABILITY CLAUSES and DOUBLE 
INDEMNITY FEATURES, and are guaranteed by State Endorsement. 

A Home Life policy brings peace of 

mind to the man who loves his family. 
Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 

Dr. E. Bryan Kyle, Medical Director 


Independence Square Philadelphia, Pa. 











ACACIA 
A Service Institation—Not a Commercial Company 


Insurance in Force..........+ssee08 Over $325,000,000 
BORER oo: 6ons alake be eravers, otevs/esn ae reyecevecenehe Over 30,000,000 


Ideal Agents’ Monthly Income Contract 
Low Net Cost Real Service 


ACACIA MUTUAL LIFE ASSOCIATION 


William Montgomery, President 
WASHINGTON, D. C. 











You work with 
Tested Tools 


Officers of this “Company of Co-operation” have worked 
in the field. They know field problems. They have de- 
vised effective prospect finders; sales helps; personal co- 
operation; tested tools that get results. You will like 
practical sales plan; these modern policies; and honest-to- 
goodness co-operation. 


BE A “CO-OPERATOR” and PROSPER 





“A Life Insurance Company” 


Having a Special Proposition to submit to a 
selected limited number of people in the States 
of Maryland and Virginia desires to secure the 
services of two high-class Life Insurance Sales- 
men. 


Address: Confidential care THz SPEcTaTor 





C. E. Clarke, President J. R. Anthony, Jr., Secretary 
CAPITAL STOCK, $206,700.00 


PENINSULAR LIFE INSURANCE COMPANY 


General Offices: Physicians Building, Jacksonville, Fla. 
Accident and Health Insurance Commercial and Industrial 











OPPORTUNITY! 


Desirable Territory Open for Gen- 
eral Agencies. Liberal Contracts. 


THE CAPITOL LIFE INSURANCE COMPANY 


Denver, Colorado 




















EUREKA MARYLAND ASSURANCE CORP. 
of 


BALTIMORE, MARYLAND 
Incorporated 1882 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 


JOSH N. WARFIELD, JR., Pres. J. BARRY MAHOOL, Vice-Pres. 
A. W. MEARS, Sec’y A. VICTOR WEAVER, Treas. 
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Chain Store Opens Fertile Field for 
‘‘Bad Check Insurance’’ 


National Surety Company's Fraud Bonds 
Bring Startling Results as Business 
Developer and Go-Getter 


By A. T. White, Jr. 


When William B. Joyce, chairman of the 
board of the National Surety Company of 
New York, originated the fraud bond more than 
five years ago while enroute to New York 
from his home in Los Angeles, a few cynics 
here and there, shook thesir heads and predicted 
the downfall of any company attempting to 
issue such protection. The author of the bond, 
after these five years of experience with it, 
is still enthusiastic about his brain child and 
with his far sighted and unerring ability has, 
strangely enough, made it bring in startling 
returns. 

But for all of this, the business is a rather 
dangerous one. Only one other company besides 
the National Surety has attempted to issue the 
bonds, and although the loss experience on this 
form of protection has been startling high, 
amounting to tremendous sums on the books 
of the National Surety alone, other lines of 
business secured through the issuance of the 
fraud coverage more than make up the loss. 
Figuratively speaking, “the fraud bond is one 
of the best things a merchant can possibly have, 
and one of the worst things a company can 
issue,” according to C. Carroll Spear, vice- 
president in charge of the National Surety’s 
fraud bond department. “But,” Mr. Spear 
hastened to add, “it is the biggest drawing card 
a company could have. We are very much 
pleased with the results so far,’ he declared. 

One of the newest fields to open for this 
form of business is the chain store line. “The 
competition of the small and independent mer- 
chant, especially in small communities, has made 
it necessary for the chain stores manager to 
cash checks of his customers or see the business 
drift to the independent merchant,” Mr. Spear 
declared, “and to protect themselves against 
bad checks, the chain stores must secure insur- 
ance protection.” 

Statistics show that retail stores have in the 
past years been a fertile field for the check 
forger or rather check manufacturer. 

The hold-up hazard in transporting payrolls 
in cash has increased the practice of paying 
off large factory forces by check, and both 
independent and chain store operators hesitate 
to refuse them. It is with this form of bogus 
check that the swindler takes an enormous toll 
annually. 

During the past ten years a small group of 
swindlers numbering perhaps not more than a 
dozen or so men, have victimized small mer- 
chants to the extent of some millions of dollars 
annually. This same gang, no member of which 
has ever been apprehanded, will this year, be- 
tween the fifteenth of December. and Christmas, 
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realize thousands of dollars from all sections 
of the country by passing beautifully engraved 
and perfectly edited Christmas Fund Checks, 
drawn on banks that never existed. The checks 
will bear an engraving of St. Nicholas, a 
Christmas tree, or perhaps a holly wreath. 
They look like ready money, and few merchants 
even hesitate to cash them. The checks are 
made out in sums ranging from $50 to $500 
and in each instance, the crook makes a small 
purchase and tenders the bogus check in pay- 
ment. 

The payroll check, almost always bearing 
the notation “payroll check for the field forces 
of the X company,” is another form used by 
the gang, and one of the swindlers’ favorites 
is the “American Express Money Order” or 
travelers checks. One system used by crooks 
make the travelers’ checks pay double is by 
buying a thousand dollar lot and within a few 
days reporting them lost. When duplicates are 
issued, both sets are immediately circulated. 
Half of the merchants receiving them have, of 
course, been swindled, the checks being returned 
to them, stamped “Forgery.” 

Despite widespread publicity broadcast on the 
systems and activities of this band of crooks, 
the practice continuous uninterrupted. None 
of them have ever been caught and it is not 
likely that they ever will be. They make a 
coup in Miami, Fla., and almost before the 
checks have gone through the banks, they have 
made another haul in Montreal, leaving there 
for San Francisco or some other distant point. 

According to Mr. Spear there are at least 
17 organized groups of check and security 
forgers operating throughout the country, and 
these gangs have fleeced not only the merchants, 
manufacturers and business men, but the gen- 





HEADS EDUCATIONAL TOUR 





C. Carroll Spear 


eral public, out of approximately $220,000,000. 


Under the direction of Mr. Spear, the Na- 
tional Surety is conducting a nation-wide edu- 
cational tour, exhibiting throughout the country 
a display of forged checks, money orders, 
express and travelers checks. American Bankers 
Association and payroll checks. The exhibit 
will be shown before Rotary clubs, Lions clubs, 
Chambers of Commerce and other civic bodies. 
More than $1,000,000 dollars in the forgeries 
are displayed. 


The National Surety’s fraud bond department 
was organized at a tremendous cost to the 
company and is operated almost like a separate 
organization. Seventy-eight offices are operated 
throughout the country for this line only and 
400 special agents, operating through brokers, 
are on the National Surety’s staff to handle 
this form of business. Claim organizations 
are maintained in all the principal cities to 
assure prompt service to the company’s thous- 
ands of fraud bond policy holders. 
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GEORGE B. BUCK 
ACTUARY | 


Specializing in Employee's 
Benefit and Pension Funds 


28 SPRUCE ST. NEW YORK 
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| 
Established 1865 by David Parks Fackler 
EDWARD B. FACKLER WILLIAM BREIBY 
FACKLER and BREIBY 


Consulting Actuaries 


Calculations Consultations 
tions Valuations 
NEW YORK 


Audits 
Exam 


28 CHURCH STREET 





MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


Bar Bullding, 36 W. 44th St 
NEW YORK 














WOODWARD, FONDILLER and RYAN 


ING ACTUARIES 
INSURANCE ACCOUNTANTS 
Harwood E. Ryan 
Richard Fondiller 
Jonathan G. Sharp 










75 Fulton St. 
New York 












DONALD F. CAMPBELL | 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 














JAMES H. WASHBURN, F. A. I. A. 
Consulting Actuary 
LIFE INSURANCE — Ordinary, Intermediate, 
Group, Industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
420 LEXINGTON AVE. NEW YORK CITY 
Room 101 Memorial Bldg., Nashville, Tenn. 























Consulting Actuary 


Suite 1027, Candler Bldg. 
ATLANTA, GEORGIA 


JNO. A. COPELAND | 




















ERSTON L. MARSHALL 


CONSULTING ACTUARY 
919 Hubbell Building 





DES MOINES, IOWA 


T. J. McCOMB 


CONSULTING ACTUARY 


Colcord Bldg. OKLAHOMA CITY, OKLA. 














FRANK M. SPEAKMAN 
Consulting Actuary 


Associates 
Fred E. Swartz, C. P. A. 
W. L. Clayton 


E. P. Higgins 
THE BOURSE PHILADELPHIA 














128 North Wells Street, Chicago | 
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L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 
























SIDNEY H. PIPE, 
Fellow, Actuarial egy oer Ae America, 


Fellow, American institute of Actuaries, 

Associate, British Institute of Actuaries. 
MAJOR E. P. S. ALLEN, D. S. O., 

Associate, Actuarial Society of America. 


PIPE & ALLEN 


Consulting Actuaries 
1711-1712 Metropolitan Bidg., Torontc, Ont. 

















HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
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R. M. MESSICK 


Consulting Actuary and Adjuster 
Flatiron Building 
DENVER, COLORADO 




















| SAMUEL BARNETT 


CONSULTING ACTUARY 
| “INSURANCE LAWYER 


ATLANTA, GA 

















| 1131 Candler Bldg. 





ALEXANDER C. GOOD 


Consulting Actuary 
404 R. A. Long Bldg. 


Tel. No. Harrison 4899 
Kansas City, Mo. 
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ADJUSTERS & APPRAISERS 
LIMITED 
Incorporated 1914—Dominion Charter 


Claim Adjusters for Insurance Cempanies 


UNDER ALL POLICIES 


| HEAD OFFICE: 485 St. John St., Montreal 


Telephone Main 3300-2607 








BRANCH OFFICE: 


11 Mountain Hill, Quebec City 




















PRODUCING PERMANENT 
POLICYHOLDERS 


Embracing Sales Plans of 
144 Leading Life Underwriters 


This valuable new salesmanship book is 
divided into ‘wo parts, one designed especially 
for inexperienced life insurance solicitors, and 
the other for experienced life underwriters. 
The chapter titles are: 


PART ONE—FOR THE INEXPERIENCED 
AGENT , 


Closing the Transac- 
tion 
Selling Insurance to 
omen 


Intelligent Prospect- 
ing 


Common Sense Ap- 
proach 
Meeting Objections Nailing Lapses at 
with a Smile Their Source 
Things to Know-—Some to Forget 


PART TWO—FOR THE EXPERIENCED 
UNDERWRITER 

Definite Ideas Off the Beaten 
Seen Old Con- 


tracts Bright 
Cracking Some Hard 


Setting a 
at 
Programming Insur- 
ance 
Newer Plans of Pro- 
uts tection 
Agency Building and Claims Service 
Producing Permanent Policyholders 
sets forth many proved plans and business- 
getting experiences of men who have made 
outstanding records in the life insurance busi- 
ness and are thus qualified to offer sound 
advice and suggestions to others. 


This practical work is substantially 
bound in cloth and contains 224 pages 


Price, $2 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 




















Liability of Automobile Users 
for Personal Injury 
By Clayton G. Hale 
A new booklet for distribution 
among large users of automobiles, 


as an unusual and effective sales 
document for Automobile Liability 


Insurance. 
PRICES 
Single copy, 50 cents 
12 copies.... 4.80 50 copies. 16.25 
2. © ... 645 10 “ .. 364 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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Great American Casualty 


Receivership Fought 
(Continued from page 37) 


and was told that it would have one year to re- 
sell its stock. 

Subsequently it was told that it would be ex- 
pedient to reinsure its business and retire and 
accordingly negotiations were entered with sev- 
eral companies, including, it is said, a strong 
company of Philadelphia, but that none of the 
deals were acceptable to the Illinois insurance 
department. However, the Illinois department 
did approve the offer made by the Prudential 
Casualty and Surety Company of St. Louis, a 
new company. 

This offer was to exchange one share of Pru- 
dential stock for each two shares of Great 
American stock. However, the stockholders de- 
feated the plan when attorneys told them that 
the Prudential stock at a maximum was worth 
$14 a share while the stock of the Great Ameri- 
can was worth $21 a share. 

The Mountain States then offered to exchange 
six shares of its stock for each share of Great 
American stock, for the health and accident 
business of the Great American alone. Attor- 
neys value the stock of the Mountain States at 
$2.50 to $3.00 a share. 

The Great American then arranged to rein- 
sure its burglary and plate glass business, the re- 
mainder of the risks on its books, in the New 
Century Casualty Company of Chicago, but the 
Illinois department refused to approve the ar- 
rangement. 

The Prudential has not been licensed to write 
health and accident business in Illinois, but has 
been licensed for other casualty lines, it is said. 

When the Mountain States sought to enter 
Illinois to complete its deal, the Illinois depart- 
ment demanded a special examination of the 
company by Illinois examiners despite the recent 
completion of a convention examination under 
the auspices of Colorado, California, Nebraska 
and Oregon. The Colorado department then re- 
taliated by demanding special examinations of 
Illinois companies as prerequisites for admis- 
sion, the American Bankers Insurance Company 
of Chicago and Jacksonville being mentioned as 
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Multiple line insurance com- 
pany desires services of two 
or-more accident and health 
special agents to cover New 
York, Pennsylvania, and 
New Jersey territory. 





Furnish complete facts as to 
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sired in first letter. 
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one of the victims of the ruling. It also-is ru- 
mored that the California department has taken 
offense at the unwillingness of the Illinois de- 
partment to observe the usual reciprocity in such 
matters. 


The Illinois department over a month ago no- 
tified the Great American that there was a de- 
ficit of $189,667 disclosed by an examination as 
of August 31 and notified it to make up the 
amount within thirty days or see a bill for liqui- 
dation filed by the attorney general. 


The thirty-day period expired October 30 
and the plea for injunction was filed at Spring- 
field prior thereto with a view to stopping the 
suit for receivership. This application comes up 
some time this week in Springfield. 


Stockholders have been called by Frank S. 
Heilemann, new president of the company to 
meet November 25 to act on the offer of the 
Mountain States Life. 

The petition for injunction charges discrim- 
ination and intention on the part of the State 
department to impair the Great American’s as- 
sets and to cause its business to be reinsured in 
the Prudential Casualty and Surety. It also is 
pointed out that the state insurance department 
also has refused to allow a resduction of the 
Great American’s capital stock from $250,000 
to $200,000 (the 2,000 shares held in its treas- 
ury) thus making an additional impairment of 
$50,000 to the company’s claim to solvency. 

Two mandamus suits are in prospect as a re- 
sult of the controversy, one on behalf of the 
Mountain States to force the Illinois department 
to license the company to operate in this State, 
and the other on behalf of the Great Ameri- 
can to force the Illinois department to approve 
the reinsurance contract with the new Century 
Casualty Company covering the company’s plate 
glass and burglary business. 

Another suit which had been mentioned as 
likely to be filed is one for $7000 damages 
against the head of the Illinois department 
based upon an allegation of negligence and un- 
necessary delay in making a substitution of 
securities held for the Great American Casualty 
by the insurance department. This company 
had deposited with the State $5000 of Cities 
Service bonds bearing stock purchase warrants 
for which it received an offer of $12,000. 

Attorneys say that when a local bank was 
notified to send $5000 of new bonds to the in- 
surance department in lieu of the Cities Ser- 
vice bonds so that the company could realize 
this profit, the insurance department at first re- 
fused to make the substitution, and later, when 
pressure was brought by the company, the de- 
partment is said to have notified the bank that 
the substitution would be made providing the 
profit on the transaction was returned to the 
keeping of the insurance department. 

However, before the deal could be consum- 
mated even upon this basis, the recent slump in 
the stock market brought about such a deprecia- 
tion in the premium that had been attached to 
the Cities Service bonds because of their stock 
purchase warrants, that the offer to buy was 
withdrawn, the company thereby losing the op- 
portunity to make a profit of $7000. 
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Reliance Casualty Bought b 
Harold Speilberg ' 


(Continued from page 37) 


ness so far this year has shown an increase of 
more than 50 per cent over that of 1928 and its 
writings are now at the rate of about $7,000,000 
per year with a very fine distribution as to 
classes of lines written. 

Emil L. Hoen, former vice-president of the 
New York Casualty Company, who in the 
August 1 issue of THE SpecraTor was reported 
to be interested in the purchase of the Reliance 
Casualty Company, is thought to have figured 
in the transaction. The purchase includes the 
large holdings in that company by the Niagara 
Shares Corporation. At the time of going to 
press Mr. Hoen could not be reached for a 
statement regarding the purchase. 

Mr. Hoen is a well-known figure in the casu- 
alty and surety business throughout the coun- 
try. Until recently he was vice-president of 
the New York Casualty Company resigning 
that position when the company was taken over 
by the American Surety Company. 





Junior Safety Councils Aid in Re- 
ducing Child Traffic Accidents 

BattimoreE, Nov. 4.—While the number of 
adult traffic fatalities in Baltimore is increasing 
yearly, those involving children are decreasing, 
according to a report of the Baltimore safety 
council. 

Analysis of police department reports by the 
council’s statistical committee discloses that the 
first nine months of this year only 16 children 
between the ages of 6 and 16 years were killed, 
as against 24 last year and 27 in 1927. And this 
despite a substantial increase in auto registration 
in the city. 

“The principal factor in this showing is edu- 
cation. Junior safety councils are now func- 
tioning in two-thirds of the public schools. 
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AN UNDER VALUED 
INS. CO. STOCK 


Our recent analysis of a well known 
insurance company stock shows earn- 
ings per share of 16% on its present 
market price. 


We believe this to be an under-valued 
stock on this basis and recommend its 
purchase. 


An analysis will be sent upon request. 


Write for Cireular S-9 


ARTHUR ATKINS & CO. 
149 Broadway 
New York 
Barclay 4815 
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Hanover Fire 


Home Insurance 
OLD—NEW—RIGHTS 


| Homestead Fire Ins. Co. 
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Sty Paul F. & M. Ins. Co. 


on ecm cidlevadetelep oe,earsa 220 240 
thern Surety 
SoGilbert Hibote & Ca., Ne Viccccsccee 41 43 
SunLife Assn. 

Cite CAME hiccccccccscscesvese 2600 3100 
Sylvania Ins. Co. 

W. Wallace Lyon & Co.......cceee. 28 32 
U. S. Fire Ins. Co. 

Conte GHEE «6.0 scion encesssicecee 85 95 
United States Merchants & Shippers 

Cu mtetl GAMERS oinikcs:0 60 cectaresncne 330 350 
Virginia F. & M. 

Clinton onsen etree dip oo oo ee arace 

Arthur Atkins & Co., N. Y........0. 
Westchester Fire 

CUMIR CMION Ss ob oc ccccndes cencees 60 68 

Arthur Atkins & Co., N. Y.......... 60 68 


NEW ENGLAND STOCK 
American Investment Securities Co. 


Chas. A. Day & Co., Inc., Boston.... 24 26 

H. D. Knox & Co., Boston.......... 25 27 
Boston Casualty 

Chas. A. Day & Co., Inc., Boston.... 18 22 

H. D. Knox & Co., Boston.......... 17 21 
Boston Insurance (new stock) 

Chas. A. Day & Co., Inc., Boston.... 975 1025 


H. D. Knox & Co., Boston.......... 1010 1030 
Capitol Fire Ins. Co. 
has. A. Day & Co., Inc., Boston: 


ERNIE dis ccain’ Orb.4; 6:4 ocr rai cree 96 
CINE tes cs waa scion coe kinsierae 307 
H. D. Knox & Co., Boston: 
PAE a ca cactuessietecvavares< 95 
CUNGMNN: oe cei cogenscrekoeteees 305 
Columbian National Life Ins. Co. 
Chas. A. Day & Co., Inc., Boston.... 500 515 
H. D. Knox & Co., Boston.......... 507 516 


Mass. Bonding & Ins. Co. (new) 
Chas. A. Day & Co., Inc., Boston.... 200 210 


H. D. Knox & Co., Boston.......... 199 209 
Mass, Title Ins., Pfd. 

Chas. A. Day & Co., Inc., Boston.... 25 35 
New England Fire 

Chas. A. Day & Co., Iuc., Boston... . 48 51 

H. D. Knox & Co., Boston.......... 45 50 
New Hampshire Fire 

Chas. A. Day & Co, ,Inc, Roston.... 89 92 


Old Colony Insurance 
Chas. A. Day & Co., Inc., Boston.... 600 
Providence- Washington 


Chas. A. Day & Co., Inc., Boston.... 950 985 

H. D. Knox & Co., Boston.......0.. 1000 1020 
Rhode Island Ins. Co. 

BD, DE, MI CR osc c.o cissicccic cnviees 37 40 

Chas, A. Day & Co., Boston......... 39 42 
Springfield Fire and Marine (new) 

Chas. A. Day & Co., Inc., Boston.... 200 210 

H. D. Knox & Co., Boston.......... 205 215 
United Life and Accident Ins. Co. 

Chas. A. Day & Co., Inc., Boston... . 47 51 

H. D. Knox & Co., Boston.......... 47 50 

HARTFORD STOCKS 

Aetna Casualty and Surety 

Conning & Co., Hartford............ 195 260 
Aetna Fire I isurance Co, 

Conning & Co., Hartford........... 625 650 
Aetna Life Ins. Co. 

Conning & Co., Hartford............ 114 118 
Automobile Insurance 

Conning & Co., Hartford............ 50 54 


Conn. General Life 


Conning & Co., Hartford............ 2100 2200 
Hartford Fire . 

Conning & Co., Hartford............ 850 890 
Hartford Steam Boiler 

_Conning & Co., Hartford............ 650 750 
National Fire 

Conning & Co., Hartford............ se 
Phoenix Insurance 

Conning & Co., Hartford............ 850 900 
travelers Insurance 

Conning & Co., Hartford............ 1525 1575 


Fraser Agency November Results 


The Fraser Agency of the Connecticut Mu- 
tual Life Insurance Company reports paid-for 
business for the month of November, 1929, of 
$2,076,800, with a total for the year 1929 of 
$24,006,870. This compares with the year 
1928 as follows: month of November, 1928— 
$1,686,960; January, 1928 to October 31, 1928— 
$19,713,660. 


Increase for Year $3,636,716 
R. H. Keffer, General Agent of the Atna 
Life Insurance Company at 100 William Street, 
New York City, has announced that the 100 
William Street Agency paid for $3,117,600 dur- 
ing the month of October as compared to $3,- 
748,390 for the month of October, 1928. 


THE SPECTATOR 
November 7, 1929 


NEW GENERAL AGENTS FOR AETNA LIFE 





Clark A. Moore 


Aetna Life Establishes General 
Agency at Oakland 





Clark A. Moore To Be in Charge— 
Company Also Appoints M. L. 
Seltzer at Des Moines 


The seventy-eighth of the A®tna Life In- 
surance Company’s general agencies in the 
United States and Canada has been opened at 
Oakland, Calif., it has just been announced by 
Vice-President Luther of the A®tna Life of 
Hartford. The tremendous growth of this sec- 
tion of the country in the last few years, Mr. 
Luther explained, is the motive for creating 




















Wm. J. Graham, Vice-President of the Equit- 

able Life of the U. S. A., with his daughter, 

on the eve of his recent departure for 
Europe on the S. S. “Isle De France” 


M. L. Selizer 


this new organization which is to be headed by 
Clark A. Moore, previously assistant general 
agent to E. H. Lestock Gregory at San Fran- 
cisco. 

Mr. Moore is an ideal choice for this agency 
because he has lived in California most of 
his life and has had all of his business ex- 
perience in that State. 

A graduate of the University of Southern 
California, Mr. Moore first entered the insur- 
ance business in March, 1917, as an agent 
with the Western States Life Insurance Com- 
pany. From then until coming with the tna 
Life in June, 1928, Mr. Moore established one 
fine record after another in personal production. 
He is acknowledged one of California’s out- 
standing and best informed insurance men. 
Active in the Life Underwriter’s Associations 
of the State, he has built up a vast circle of 
friends and associates. He was vice-president 
of the San Francisco Life Underwriters Asso- 
ciation the past year. 

The appointment of Martin L. Seltzer as new 
general agent for the AZtna Life Insurance 
Company at its Des Moines agency has also 
been announced by Vice-President Luther, 
effective as of November 1. The appointment 
of a new general agent for Des Moines was 
made necessary by the recent death of A. C. 
Miller, the 7Etna Life’s general agent at Des 
Moines since 1926. 

Mr. Seltzer is a native of lowa—born Feb- 
ruary 12, 1888. He started his business career 
in 1920 as a bookkeeper and stenographer with 
an insurance agency at Muscatine, Iowa. He 
has devoted himself to insurance ever since. 
His experience as a personal producer began 
in 1912 also at Muscatine. His first position 
of a managerial capacity was with the branch 
office of the Travelers Insurance Company at 
Grand Rapids, Mich., as field assistant. That 
was in 1924. Later he was made assistant man- 
ger of the St. Louis office. He joined Mr. 
Miller at Des Moines March 1, 1927. 


Miscellaneous Insurance 
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Other U. B. P. Publications 


Metal Trades 
The Iron Age 


| Hardware Trade 
Hardware Age 
Hardware Age Catalog 


Textile 
Drv Goods Economist 
National Dry Goods Reporter and 
Drygoodsman 
National Dry Goods’ Reporter 
Wholesale 


Shoes and Hosiery 
Boot and Shoe Recorder 
Hosiery Age 
Jewelry & Optical 
Jewelers Circular 
Optical Journal 
Jewelers Circular Buyers Directory 


Automotive 
Automotive Industries 
Automobile Trade Journal and 
Motor Age 
Shoe . Motor World Wholesale 
ca Commercial Car Journal and Opera- 





Automotive Industrial Red Book 

Chilton Catalog & Directory 

Chilton Aero Directory and Catalog 
Oil 

Oil Field Engineering 

Petroleum Register 

Allen’s Superintendents Hand Book 
Toys 

Toy World 
Plumbing & Heating 

Sanitary & Heating Age 
Warehousing 

Distribution & Warehousing 
Insurance 
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